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Eifty-fitth Year, No. 3 


Fireman’s Fund Buys 
National Surety Corp. 
To Add To Facilities 


Carson to Continue as President 
and National Surety Home Of- 


fice Remains in New York 
PURCHASE MADE FROM C.L.T. 


President Crafts of Fireman’s Fund 
Cites Benefits Derived From 
Acquisition to Group 


An transaction of great 


magnitude was consummated on Tues- 


insurance 


day of this week when the Fireman’s 


Fund Insurance Group of San Fran- 


cisco, one of the most successful in 


America, purchased the National Surety 
Corp., also long an important factor in 
the business. The National Surety 
Corp. was a wholly-owned subsidiary of 
C.L.T. Financial Corp. 

A joint statement of the transaction 
was made by James F. Crafts, president 
of Fireman’s Fund, and Arthur C. Dietz 
of C.LT. Financial Corp. The National 
Surety Corp. will continue operation 
under its own name and Ellis H. Carson 
will continue as National Surety’s presi- 
dent. Its affiliate, National Surety Ma- 
rine Insurance Corp., will continue for 
a time at least. 


Assets of $350,000,000 


The assets of the newly augmented 
Fireman’s Fund Group are approxi- 
mately $350,000,000. Fireman’s Fund 
Group in 1953 had approximately $150,- 
000,000 premium income. Purchase of Na- 
the fidelity, surety and burglary facili- 
ties of the Fireman’s Fund Group and 
will make it more important than ever in 
the multiple line development situation. 


Statement by James F. Crafts 


After the change of control of the 
National Surety Corp. was effected 
President James F. Crafts of Fireman’s 
Fund said: 

“The acquisition of National Surety 
is another milestone in the progressive 
path that Fireman’s Fund has followed 
in improving the insurance service of- 
fered to the American people through 
the thousands of agents who represent 
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New York Life Makes 
Extensive Changes In 
Its Policy Contracts 


Adds 21 New Incurance Plans; 
Raises Maximum Age Limits 
From 65 to 70 


PREMIUMS ON 214% BASIS 
Huge Task Took More Than Year; 
Changes Include 1,000 
Liberalizations 
A new series of modern life insur- 
ance policies, involving the most exten- 
sive changes in the 108-year history of 
the New York Life, was announced by 
Devereux C. Josephs, chairman of the 

board. 
“The scope of the project is believed 
without the insur- 


to be precedent in 


“and it involved 


thousands of man-hours of study and 


ance field,” he said, 


product analysis and hundreds of thou- 


sands of electronic calculations.” 
Premiums of New Policies on 


2%% Basis 


Among other things, the company put 
premiums of the new policies on a 244% 


re 


instead of a 2% interest basis, which 


means that the premium rates for the 
new policies are generally lower. Re- 
ferring to present owners of the com- 
pany’s policies, it was pointed out that 
New York Life is a mutual company, 
that dividends to policyowners are the 
balancing factor, and that insurance is 
given at cost to all policyowners. That 
is, every year when all the transactions 
are completed and the necessary sums 
are set aside to enable the company to 
carry out its obligations in the future, 
the money which is left over is returned 
in an equitable division to the various 
classes of policyowners. In this way 
both old and new policyowners are 
treated with equal fairness. 


$76,600,000 for Dividends 


New York Life previously announced 
that it would pay approximately $76,- 
600,000 for dividends to present owners 
of individual life insurance policies in 
1954, a record high total amount and 
$11,000,000 more than the previous year. 

The company added 21 new plans of 
insurance protection, and has extended 
its maximum issue age from 65 to 70 
It removed well over 70 “hereons,” 
“hereins,” “hereafters” and “hereunders” 
from the legal contract. The policy it- 
self was completely re-styled for clarity 
and convenience and reduced from legal 
to regular letter size 


Over 1,000 Liberalizations 


The company’s underwriters also 
completely revised its occupational rat- 
ings and made over 1,000 liberalizations 
in these ratings for life insurance. 
About one-third of the occupational 
classifications previously rated are now 
eligible for standard insurance. The 


(Continued on Page 11) 





Sacco) 


z 


January 15, 1954 














I SELL 


Feace of 
Mind 


By E.V. B. 
Equitable Representative 


| SELL A LOT OF THINGS you can’t buy at any store. 


You might say I sell peace of mind. And Icarry it in an 
assortment of sizes and designs to suit every man in town. 


For instance — twenty years ago —I sold Harry 
Bartlett an independent old age. He hasn’t started using 
it yet, but as soon as he decides to retire, that monthly 
check will start coming in from the Equitable Society. 
His “Independent Sixties” policy takes care of that. 


And George Biggert is the proud possessor of a home 
that not even death can take away from his family. The 
“‘neace of mind” that I sold to George was called, “The 
Equitable Assured Home Ownership Plan’. George swears 
to this day, it’s the smartest investment he ever made! 


I’ve spent the best part of my life representing 
Equitable. And when I say “best part of my life’—I mean 
just that. For what could be better than helping your 
friends lick their worries?... Helping them to face the 
future with “hearts that know no fear?” 


Yes, I’m a salesman—and the products I sell are fine 
ones. And, to me, the Equitable Society is the world’s 
finest manufacturer! 


Yes, there’s peace of mind in the 
Biggert home. And it’s nice to know 
that I was the man who put it there. 


oN ; 


THE EQUITABLE 


LIFE ASSURANCE 


SOCIETY 


393 Seventh Avenue, New York I, N. Y. 


One of a series of advertisements illustrating how a 
representative of The Equitable Life Assurance So- 
ciety serves his community by selling life insurance. 
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Schmidt On Features Of Insured Pensions 


New England Mutual General Agent Addresses Forum on 
Present Day Thinking in Pension Funding Held Under 


Auspices of Commerce & Industry Association 


The most important elements to be 
considered in a pension plan are the 
maintenance of the integrity of deposits 
account, apart from in- 
gains, mortality 
will realistically take 
likely improvements 
in life expectancy, said H. Arthur 
Schmidt, head of the Schmidt Agency, 
general agent for New England Mutual 
Life at 217 Broadway, New York, in 
discussing the insured pension plan be- 
fore the Forum on Present Day Think- 
ing in Pension Funding recently held 
here under the auspices of the Com- 
merce & Industry Association. More 


than 175 executives of some of the larg- 
est corporations in the country attended 
the forum. A talk on the trusteed plan 
i E. L. Colegrove, vice 


to the reserve 
terest and other 
assumptions that 
account of future 


and 


was given by 

president of Guaranty Trust of New 
York. 

As to expense of operation, Mr. 
Schmidt said with life insurance com- 


panies the expense had been nominal, 
the pooling of investments was a big 
advantage and another advantage of the 
insured plan was the know-how of life 
companies in this field. 
Different Types of Funding 

are a number of different 
funding under the insured 
plan,” said Mr. Schmidt. “Frequently, a 
combination of two or more plans is 
desirable in the formulation of the plan 
for a corporation. Incidentally, I am out 
of sympathy with the over-simplification 
of those who generalize and say that 
an employer should have this or that 
plan because of size, type of industry, 
etc. The kind of plan should be deter- 
mined solely by the conditions apper- 
taining, the situation to be covered, and 
the objectives of management. 

‘If we are looking for an insured 
plan calling for minimum cost and min- 
imum benefits, we suggest, where ap- 


“There 
types of 


plicable, Group Annuities and Deposit 
Administration Group Annuities. 
“In Group Annuity, as you know, a 


Single Premium Deferred 
purchasing each year for 
It is considered Grade 
is a completed 


segment of 
Annuity is 
each participant. 
A coverage because it 


transaction and its cost is guaranteed. 
Under Deposit Administration, annu- 
ities are not purchased until the em- 


ploye actually retires. 

“In both cases, rates and interest are 
guaranteed for the first five years. The 
guaranteed rate of interest in some com- 
panies is today as high as 2%%, with 
actual credited interest as high as 34% 
Not only is this fixed rate of 24“%% 
interest guaranteed under the Deposit 
Administration Annuity Contract for the 
first five years and continued in effect 
as long as such deposits remain in the 
unallocated fund, but a certain fixed 
rate of interest is guaranteed for each 
subsequent deposit at time of receipt 
and continued as long as it remains in 
the unallocated fund; in addition, the 
annuity rate is guaranteed for each dol- 
lar of deposit actually used to purchase 
annuities. 

“Group Term Life insurance can of 
course be purchased to supplement a 
Group Annuity or Deposit Administra- 
tion plan and severance benefits can be 
worked out as well, if desired. 


Plans for Larger Groups 


“In the larger groups (and here I 
must say that I do not attach a specific 
figure to what is large), there is no 


question that, if the insured method is 
employed, Group Annuities or Deposit 
Administration can do an effective job 


and do it satisfactorily and economically. 
flexibility is desired, 


Where maximum 

however, I favor Deposit Administration. 
“The Deposit Administration Group 
Annuity is in fact a contract which 


offers the same flexibility in funding as 
the trusteed plan because one may em- 


ploy more liberal mortality tables than 
those used in Group Annuities, larger 
than guaranteed rates of interest mav 


be anticipated, and turnover discounted. 
Such assumptions will tend to keep an- 
nual deposits at their lowest. The only 
requirement that the insurance com- 
pany will impose is that they be rea- 
sonable and sound. Whatever these as- 
sumptions are, they must receive Treas- 
ury Department approval. 

“Perhaps the greatest virtue of De- 
posit Administration Group Annuity and 
other insured plans, as contrasted with 
alternative methods of funding, is that 
the integrity of the principal of the 
fund is guaranteed; backed as it is by 
all the assets of the insurance company. 
This means that the fund is not subject 
to possible losses in principal as in the 
case of trusteed funds. 

“The fact that no annuities are nor- 
mally purchased until retirement, en- 
ables a Deposit Administration Group 
Annuity to be used as a funding me- 
dium for any of the accepted types of 





H. ARTHUR SCHMIDT 


benefit formulas, including those based 
on final earnings and Social Security 
credits. Further, there are definite sav- 
ings in administration expense since no 
expenses are incurred in connection 
with annuities that might have been 
purchased in respect to terminated em- 
ployes. 
Group Permanent Plan 

“Next we come to Group Permanent, 
which is Group Life insurance cover- 
age, other than Term, written to pro- 


Three Union Mutual Careers 


Arthur F. Maxwell, New Director; John R. Carnochan, Vice 
President; S. W. Johnson, Vice President 


and Controller 


John 
Johnson 


Careers of Arthur F. Maxwell, 

Carnochan and Stephen W. 
who figured in a news 
nouncement of Unicon Mutual Life are 
herewith printed. They are those of 
Arthur F. Maxwell, president of Bidde- 
ford Savings Bank, Biddeford, Me., who 
the board of di- 
formerly 


recently an- 


new member of 
rectors; John R. Carnochan, 
second vice president and assistant to 
the president, elected vice president, and 
Stephen W. Johnson, formerly con- 
troller who was elected vice president 


1S 


controller. 
Arthur F. Maxwell 


Mr. Maxwell 
field with the First National 
Biddeford, Me., in 1919; became 
tant cashier and then vice president and 
a director of that bank. In 1938 he be- 
came a trustee and later investment of- 
ficer of Biddeford Savings Bank, elected 
president of the bank in 1952. He is on 
board of Central Maine Power Co., Bid- 
deford, and Saco Water Co. and New 
York Loan and Building Association of 
Biddeford. He is president of the De- 
velopment Credit Corp. of Maine, presi- 
dent of Maine Publicity Bureau, director 


of New England Council and vice presi- 
dent, Maine State Chamber of Com- 
merce. Mr. Maxwell belongs to execu- 
tive council of American Bankers As- 


and 


entered the banking 
3ank of 


assis- 


sociation and is on its Small Business 

Credit Commission. Also, he is a former 

president of Maine Bankers Association. 
Carnochan and Johnson Careers 
Mr. Carnochan, a graduate of Prince- 


ton University, entered life insurance 
and training division of Equi- 


Mutual 


training, 


with sales 
table Society. He joined Union 
in April, 1947, as 
organizing its department of sales train- 
ing for agents. He became 
rector of agencies in 1949 
later was elected second vice president 
and assistant to the president. In the 
latter capacity he was the company’s 
first administrative assistant to the 
president. During World War IT he was 
with the 29th Division in Europe as a 


director of 


assistant di 


and a year 


captain. Instrumental in developing in 
Maine the training program of Life 
Underwriter Training Council he also 
conducted the first LUTC school in 
Maine which was held in Portland in 
1948-49. 

Mr. Johnson joined Union Mutual in 


Tuly, 1945, as controller. A graduate of 
Dartmouth College and the Amos Turck 
School of Business Administration he 
went with General Electric Co. in per- 
sonnel work and as traveling auditor, 
remaining with that corporation 11 years. 
Later he was treasurer and_ general 
manager of J. E. Goold Co., a Portland 
wholesale drug concern. He joined Union 
Mutual in July, 1945, as controller. He 
is active in National Association of Cost 
Accountants. 


vide pensions at retirement and life 
insurance protection meanwhile. There 
are two avenues of approach under this 


type of coverage. One method would 
be through Retirement Income con- 
tracts, completely funded through pre- 


mium payments to provide the desired 
pension benefit and death benefit. The 
other method would be to purchase one 
of several types of life contracts, simul 
taneously establishing on the side a 
separate auxiliary fund. Under this lat- 
ter method, the insurance contracts 
would take care of a certain portion 
of the pension liability at retirement 
and the fund that is accumulating would 
take care of the balance. The accumu- 
lation of the funds necessary. to provide 
the balance of pension benefits may be 
handled, if desired, by means of de- 
posits to the insurance company on the 
Deposit Administration principle, or 
they may be accumulated elsewhere. 
“In either case, the insurance com- 
would guarantee the full pension 


pany 
benefit at retirement, provided the aux- 
iliary account is adequately funded, 
through the medium of guaranteeing 
present annuity rates; in other words, 
present income options. 


“Where the number to be covered is 
sufficiently large, it is our view that 
Group Permanent is the answer to many 


of the objections that might be raised 
to the individual policy method of fund- 
ing, since it guarantees a death benefit 
up to a certain amount, without medical 
examination, compatible with Group 
life insurance principles. 

“Now we come to the employer who 
feels, particularly with his salaried em- 
ployes and junior executives, that he 
wants them to have substantial death 


benefits as well as certain vested rights 
in the reserves that are accumulating 
in the contracts. 


Individual 


“Individual Retirement Income poli- 
cies are frequently used to accomplish 
this objective. These contracts are in 
essence Endowment policies upon which 
premiums are paid to maturity. If the 
participant dies before maturity, the 
face of the policy or the reserve under 
the contract, whichever is greater, is 
paid to his beneficiary. If he lives to 
retirement age, his pension benefit is 
paid to him under one of several op- 
tions. Usually the contract is written 
on a basis of $1,000 death benefit for 
each $10 per month pension income. 
This type of plan is many times favored 
where smaller groups are involved. 

“An alternative to the Retirement In- 


Income Policies 


come Pension Plan, and one which is 
exceedingly popular particularly with 
somewhat larger groups, is the Com- 
bination Plan which combines Ordinarv 
Life with a Side or Auxiliary Fund. 
Under such a plan we obtain much of 


the benefits of Deposit Administration 
along with most of the advantages of 
the Retirement Income plan. 

“An Ordinary Life contract is pur- 
chased at the participant’s age for 100 
times his monthly pension income. 
Simultaneously, an Auxiliary Fund is 
established with the insurance company 
or elsewhere. If with the insurance 
company, present guaranteed rate of 


interest in scme companies as_ before 
stated, is as high as 24%4%. The objec- 


tive of the fund is to have the necessary 
cash on hand at retirement to convert 
the Life Contract to Retirement Income. 
The amount required to have on hand 
would be the difference in reserves be- 
tween the contracts plus a certain load- 
ing usually 344%, of the difference. 
“As in the case of Deposit Adminis- 
tration and the Auxiliary Fund where 
required under Saoee Permanent, it is 
possible in the Auxiliary Fund under 
the Combination Plan, to discount for 
mortality under any one of several 
tables, reasonable assumptions above the 
guz tranteed rate of interest may be an- 
ticipated and turnover discounted. 
“Under the Combination Plan, if the 
participant dies, the death benefit of the 
Life Contract is paid to his beneficiary, 
but the amount standing to his credit 
in the Auxiliary Fund reverts to the 
fund itself.” 
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Chas. B. Knight Agency 
Has 40th Anniversary 


HAS $326,000.00 NOW IN FORCE 


Four Million Dollar Writers in Agency; 
President Charles N. Barton 
Former Naval Officer 


B. Knight Agency, Inc., 
Central Life, New York City, 
which is Charles N. Bar 


The Charles 
Union 
president of 
ton, is 40 years old. In commemorating 
the event a reception was held at the 
agency last Friday attended by several 
hundred insurance agents and brokers, 


general agents of other companies 
From the home office in Cincinnati 
came W. Howard Cox, president, and 
Vice Presidents Wendell M. Hansel 


Lloyd. 


man and John A. 
agency has been 


The growth of this 
one of the outstanding stories of sales 
success in the metropolis. The Union 
Central Life had been operating in New 
York for 15 years when Charles B 
Knight came here from Philadelphia to 
start his agency. It had less than $14,- 
000,000 in force. At the present time 
there is $326,000,000 on the books. 


Walter E. Barton Succeeded Knight 


as President 


Mr. Knight originally was an agent 


York 


who had gone 


in up-state New 





MAURICE ZIFF 


to Pittsburgh as manager of The Pru 
dential, later holding a similar post in 
Philadelphia. He was appointed Union 
Central’s general agent in New York 
City by the late Jesse R. Clark, then 
president of the company. The Knight 
agency's first full year’s production in 
this city was $4,173,000 

When Mr. Knight came to New York 
he brought with him Paul S. Ranck and 
Walter I. Barton. The agency was in- 
orporated in 1930. After the death of 
Mr. Knight in 1934, Walter Barton be 
came president and Mr. Ranck, vice 
president. Mr. Barton was unusually 
prominent in life insurance, becoming 
treasurer of the National Association of 
Life Underwriters and president of the 
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CHARLES N. BARTON 


City of New York. He died in Septem- 
ber, 1948. 
Charles N. Barton Succeeds Paul Ranck 


as President 


Mr. Ranck, who had joined = Mr. 
Knight as an agent in 1908 and was for 


Matar 
HUBERT E. DAVIS 
some years in charge of the financial 
affairs of the agency, became president 
About a year ago he retired, at which 
time Charles N. Barton, son of Walter 
E. and grandson of Mr. Knight, became 
president of the agency. He had been 
vice president. After attending Deer- 
field Academy, Charles N. was grad- 
uated from Princeton in 1941 where he 
majored in history and was a member 
of the lacrosse team. He was attending 
Harvard School of Business Adminis 
tration when World War II started and 
he joined the Navy, becoming an officer 
on a destroyer. Most of his time was 
spent in the Pacific. In December, 1944, 
he was transferred to the Fleet Marine 
Force as naval gun fire liaison officer. 











WELL ESTABLISHED AGENCY — 


looking for A. & H., hospitalization and life insurance company to represent in 
northern New Jersey. Cancellable and non-cancellable. Will be glad to send full 
details of our operation to interested company. Address Box 2219, The Eastern 
Underwriter, 93 Nassau Street, New York 38, N. Y. 








Edward Sweedler Dead 


Edward Lazansky Sweedler, 37, mem- 
ber of the insurance brokerage firm of 
Sweedler - Sisson Co., and one of top 
ranking agents of Union Central, Chas. 
B. Knight Agency, Inc., died in Hark- 


ness. Pavillion of Columbia - Presby- 
terian Center Sunday after an illness 
of several months. Son of Nathan 


Sweedler, former justice of the Mu- 
nicipal Court, he was a Life member 
of MDRT and in 1953 was designated 
“Man of the Year” by Union Central. 

A native of Brooklyn he attended 
Adelphi Academy = and_ Polytechnic 
preparatory school there and was gradu- 
ated from Brown University in 1938. He 
was a director of Hebrew Educational 
Society of Brooklyn and a trustee of 
Lake Carmel, N .Y., Jewish Center. 

Surviving are his widow and two chil- 
dren. 


Mutual Benefit Fieldmen at 
Business Insurance School 


Twelve fieldmen of Mutual Benefit 
Life, members of the William T. Earls 
Cincinnati agency, John W. Brown 
agency, Louisville, and Millard F. Bing- 
ham agency, Springfield, Ill., are ending 
a week-long business insurance school 
today, January 15. The men have spent 
the week January 11-15 attending classes 
to get the latest information on current 
tax changes and economic changes bear- 
ing upon business problems and_ the 
application of life insurance to these 
problems. The school was held in Cin- 
cinnati. 

The men who attended the 
are: from Cincinnati, Joel A. Blandford, 
Criner K. Davis, C. E. Davison, M. J. 
Furst, A. Robert Groenke, Jr., Thomas 
McClatchey, Robert Meese, Robert 
Minnery, Robert Wagner, Robert Wyd 
man; from Louisville, John Stengel, and 
from Springfield, Ill, Kdward Leon 
ardelli. 


school 


agency as an agent. 
Executive Staff 

Vice Presidents of the Knight ageney 
are Maurice Ziff and Hubert) Edwin 
Davis. Mr. Davis has been with the 
agency 29 years and Mr. Ziff 25 years. 
Karl H. Whitney is in charge of Group 
insurance. Assistant managers are Paul 


Goodman, James D. Banks and Hugh 
White. Office manager is Rebecca 
Willis. 


The agency has several million dollar 
writers, leader being Samuel M. Sito- 
mer who also led all agents of the 
company last year, his production in 
Union Central being $3,116,000. Other 
million dollar writers are Sidney Wol- 
kenberg, Norman Gortz and Elmer Let 
erman. Another star, Edward Sweedler, 
who died this week, paid for $1,125,000 
last year. Thirteen members of the 
agency, including Ethel Karene, are 
members of its Half Million Dollar 
Club. 

The agency has 100 full time agents 
and has association also with an unus- 








Salinger-Wayne 3-Days Affair 
The Salinger-Wayne agency, Mutual 
Benefit Life, New York City, held its 
annual agents party at Pocono Manor 
Inn this week. The agents were there 
three days. 








IN REVIEW 


It was only a few weeks 
ago that we closed our 
books for 1953 — a year 
marked by new Company 
production records that 
enabled us to pass the 
half-billion dollar mark 


of life insurance in force. 


A review of the past 


year’s operations — indi- 
‘ates the sound presen- 
tation of our Company’s 
aims and purposes — of 
effective 


the close and 


liaison between  Policy- 
holder — Agent — and 


Home Office. 


Now we look ahead— 


to the challenge of °54. 








Security and Service for all 
THE UNION LABOR ~ 
Life Insurance Company 

New York City 21 Sait 
Matthew Woll, President 
































Tapia 























XUM 


January 15, 1954 






Lm 





: = THE EASTERN = 
[tie > 
minor [UNDERWRITER am ’ 


+— Li.e—_+- 
TE EEA Rattle ia 
pate viento ion 









Page 5 








To Run Manhattan Life 
Agency in Cincinnati 


NAME T. W. AND J. V. EARLS 


Brothers of W. T. Earls Have Been 
With Father in Earls-Blain Co. 
Agency There 





Thomas W. and John VY. Earls, mem- 
bers of one of the leading insurance 
families of America, have been ap- 
pointed Manhattan Life general agents 
in Cincinnati and will have offices in 


the Ingalls Building. They are brothers 





THOMAS W. EARLS 

of William T. Earls, general agent, 
Mutual Benefit Life, Cincinnati, a for- 
mer head of MDRT. Their father, Wil- 
liam A. Earls, is president of Earls- 
Blain Co., a large general insurance 
agency in Cincinnati. Their grandfather 


Carlson 


JOHN V. EARLS 


was the late Thomas E. Gallagher, 
Western manager of Aetna (Fire) for 
years. Their uncle, Vincent L. Gal- 
lagher, is deputy United States man- 
ager of the Pearl Assurance. 


Careers of Tom and John Earls 


Both Thomas W. and John V. have 
spent their entire business careers in 
insurance. They attended Holy Cross 
College, Thomas receiving his A.B. de- 


gree in 1931, John graduating three 
years later. Subsequently, Thomas 
worked in New York and Chicago; 


then he came to Cincinnati in 1933 to 
become associated with his father as 
vice president of Earls-Blain Co. He 
has served in that capacity ever since. 





He is a former trustee of Cincinnati 
Fire Underwriters Association, trustee of 
Ohio Association of Insurance Agents, 
and currently is president of the Na- 
tional Association of Casualty & Surety 
Agents. He has five children, two boys 
and three girls. 


Upon graduation from Holy Cross, 
John V. spent a year in New York 
studying the casualty and surety busi- 
ness before returning to the Earls- 
Blain general agency in Cincinnati. In 
Navy during World War II he was 
commissioned in 1942 and _ served in 
the South Pacific as a communications 
officer. He reentered insurance after 
his discharge in 1945, with the Earls- 








Edward L. Ravich Resigns 


Edward L. Ravich, chief examiner in 
the Connecticut Insurance Department, 
has resigned after 29 years’ service with 
the state. Mr. Ravich participated in in- 
surance company examinations through- 
out the United States. As a represen- 
tative of the Connecticut Department, 
he had engaged in various types of ex- 
aminations and investigations of com- 
pany and branch office operations. 
firm, of which he is treasurer. 
four sons. 


Blain 
He has 











IT’S NO 


force. 





your company has some solid selling points, it’s time 
to shout and here are a few of the things Bankers Na- 
tional would like to shout about. For one thing, we’re 
now in our second quarter century. 
started until 1927, but our insurance in force is now 
over a quarter of a billion dollars! Each year, new 
business written shows a noteworthy increase. This, we 
unhesitatingly proclaim, is a tribute to the work of our 


agents and to the close cooperation of the home office 


Life Insurance Company 


SECRET 


Why try to keep a good thing under your hat? When 


We didn’t get 
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Bremner Made Manager 
Of Former Evans Agency 


Ellictt’s Peachtree Studio 


ROBERT W. BREMNER 


Robert W. Bremner has been made 
manager, New York City agency of 
Home Life, 55 West Forty-second 


Street, New York, which was headed by 
John H. Evans before his recent ap- 
pointment as vice president and mana- 
ger of agencies. For seven of the past 
eight years this agency has been among 
the top three agencies of the company 

Mr. Bremner, who attended New 
York University, is a graduate of the 
L. I. Agency Management Association 
School. Before joining Home Life he 
was an accountant for 12 years with 
Associated Gas and Electric Co. in New 
York. When Mr. Bremner went with 
Home Life in 1942 it was with what 
was then called sales planning division 
of agency department. Three years la- 
ter he was made an agency field as- 
sistant, assisting in various phases of 
agency management and training. La- 
ter he became Atlanta manager where 
he did unusually well over a four-year 
period. He returned to home office 
agency department as assistant vice 
president in 1953. 


R. K. Frank Dies Suddenly 

Richard K. Frank, personal director of 
Pacific Mutual Life, died January 1 of a 
heart attack while accompanying his 
family to the Pasadena Tournament of 
Roses Parade. 





Born in Los Angeles, June 15, 1901, 
Mr. Frank had been with Pacific Mutual 
since 1920. His 34-year insurance career 
included managerial itions in Pacific 
Mutual’s Supply, ind Healt] 
Agency Accounting, Policy Issue 
Departments, culminating in his appoint 
ment as director of personnel in 1944. 
He was among the founders of Los 


Angeles’ Personnel Industrial Relations 
Association, and served on the personnel 
committee of Los Angeles Chamber of 
Commerce. He also represented Pacific 
Mutual in the Life Office Management 
Association. 

He is survived by his wife, Marie K 
Frank: two sons, Set. Richard T., now 


in Korea, and Robert C. Frank; his 
mother, Mrs. Eleanor J. Frank, and a 
sister, Margaret A. Frank, and_ two 
brothers, Ray T. and William Frank. 
Joins Republic National 
Malcolm D. Thomas has joined Re- 


office un- 


public National Life’s home 
served 


derwriting staff. Mr. Thomas 
for a number of years as underwriting 
supervisor for Metropolitan Life prior 
to his association with the Dallas com- 
pany. 
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Prudential Advances Pearce Shepherd, 
Edward M. Neumann & Paul B. Palmer 


announced on Tues 
day the election of Pearce Shepherd, 
formerly vice president and associate 
actuary, to be vice president and ac- 
tuary; Edward M. Neumann and Paul 
B. Palmer, formerly second vice presi- 
dents to be vice presidents. 

Mr. Shepherd, who has_ been 
president and associate actuary, 
1947, has supervised the company’s ac- 
tuarial, sickness and accident and medi- 
cal departments since 1952. Valentine 
Howell, formerly actuary, will devote 
himself to his general duties as execu- 
tive vice president. 

Mr. Neumann, 


The Prudential 


vice 
since 


who is an _ associate 


actuary and has been a second vice 
president since 1947, will continue to 
supervise the underwriting and other 


actuarial and contractual aspects of 
Prudential’s Group insurance activities. 
Mr. Palmer, a second vice president 


since 1949, will supervise the district 
agencies and agencies service depart- 
ments, succeeding Vice President James 


FE. Rutherford. This will enabie Mr. 
Rutherford to give full-time to develop- 
ing Prudential’s Mid-America regional 
organization, which he heads and which 
will have its headquarters in Chicago. 
Mr. Shepherd, a native of Chicago, is 
widely known in insurance and actuarial 
fields, and is a vice president of the 
Society of Actuaries. He has been as- 
sociated with The Prudential in various 
actuarial capacities since 1932 int was 
elected a second vice president in 1943. 


Augusta Berns Studio 
NEUMANN 


EDWARD M. 


He is a graduate of the University of 


Chicago, and is a member of Phi Beta 
Kappa. 
Mr. Neumann is considered an out- 


standing authority in the Group insur- 
ance field, and is a Fellow in the So- 
ciety of Actuaries. A native of Newark, 
Mr. Neumann joined The Prudential’s 


Liberty Life Aeignteamarsne 


Appointments at Liberty Life in re- 


cent weeks have included: 
Home office: W. E. Gantt, director of 
combination agencies; J. C. Harmon 


and T. H. Robelot, dssociate directors 
of combination agencies; Will Cole Mc- 
Masters, manager of training, combina- 


tion division; J. Burton Webster, Jr., 


assistant director of Ordinary agencies; 


and C. F. Dawes, agency secretary in 
charge of the agency service depart- 
ment. 

Combination division: R. J. Cooper, 





Howard Somers 
PEARCE SHEPHERD 


actuarial department in 1926 after re- 
ceiving his B.S. from Rutgers Univer- 
sity. 

Mr. Palmer, who was born in 
lyn, N. Y., joined The. Prudential’s 


Brook- 
dis- 





PAUL B. PALMER 
trict agencies organization in Newark 
in 1921. He has played a prominent 


the development of the com- 
agencies sales and serv- 
In 1953 he participated in 
management program of 


part in 
pany’s district 
ice program. 
the advanced 





the Harvard Graduate School of Busi- 
ness Administration. 
manager, Kannapolis, N. C.; J. L. Pas- 


chal, manager, Hendersonville, N. C.; 
E. L. Price, Jr., manager, Lancaster, >: 
C.; G. L. Bissett, assistant manager, 


Florence, S. C.; e 
manager, Monroe, N. 
assistant manager, othe Re Se OR 
G. Skinner, assistant manager, Green- 
ye; Ss: i" i. ©. woe assistant 
manager, Darlington, S. C.; J. P. Tank- 
ersley, Jr., assistant manager, Sumter, 
S. C.: and E. E. Wessel, assistant mana- 
ger, Orangeburg, S. C. 

Ordinary division: Neal Sandy, 
ciate manager, Tallahassee, Fla.; 
John Warner, assistant manager, 
tol, Tenn. 


if Long, assistant 
; H. C. Morris, 
J 


asso- 
and 
Bris- 


Minimum Field Control 
From the Home Office 


FITZGERALD’S N. Y. ADDRESS 





What Northwestern Mutual President 
Said of Employer-Employe Relations 
for Individual Independence 
One section of the address of Presi- 
dent Edmund Fitzgerald made at Wal- 
dorf-Astoria last week before North- 
western Mutual convention that at- 
tracted most attention had to do with 
the company’s relationship with general 


agents and agents. He was discussing 
under five headings manifestations of 
“The Philosophy and Functions of 


Northwestern Management.” 

The first point he made was that the 
company was interested in human be- 
ings as individuals and that its field 
men’s selling and services are tied to 
features which make John Doe differ- 
ent from Richard Roe and John’s fam- 
ily different from Richard’s family. He 
commented, too, that if Northwestern 
Mutual’s field men were to be con- 
vincing and deserve confidence, they in 
turn “must have a strong sense of in- 
dividuality, independence and_ personal 
pride, and that regimenting, coercing or 
pressing to a pattern is fatal to these 
qualities and had always been alien to 
the Northwestern and is now.” 


Freedom of Action 


Later, as a further instance of efforts 
to inter rpret and implement the com- 
pany’s philosophies as he understands 
them, Mr. Fitzgerald referred again to 
the company’s interest in the individual. 

Continuing, he said he observed that 
strong agents and superior policyhold- 
ers have come from a minimum amount 
of home office field control and the 
company continues to believe in that 
policy. Contracts with its general agents 
and, in turn, the general agents’ con- 
tracts with their agents, set commission 
rates and very broad limits of conduct 
and performance. The company’s aim, 
he continued, is to give broad freedom 
of action to the general agent and the 
agent in working out their own des- 
tinies and programs in manners that 
best fit their talents, abilities and inter- 
ests. 

Mr. Fitzgerald said he was convinced 
of the truth of the statement that there 
is no standard Northwestern Mutual 
agent or general agency. He sees the 
agent as a middleman who offers the 
company a risk which it may accept. 
“This professional concept does not 
seem to be consistent with an employer- 
employe relationship, for the agent 
needs independence if he is to convince 
his prospect that he is seeking the: best 
solution to the prospect’s problem,” he 
said. 

“Northwestern Mutual agents do not 
seek special titles for policies or wel- 
come any required emphasis on any 
form of selling or sales talk. In turn, 
the company has avoided company- 
wide contests in the belief that their 
absence dignifies the agents; rather, it 
has sought to help the agent in de- 
veloping his knowledge and skills in the 
belief that they are of utmost impor- 
tance to gaining prestige and income.” 


Travelers Appointments 

The appointments of five district 
Group supervisors have been announced 
by Perry T. Carter, vice president of 
the Travelers. Arthur E. Lapres has 
been appointed at Montreal; Edward 
A. Courter, Jr., Milwaukee; Thomas H. 
Kimball, Springfield, Mass.; George W. 
Cheney, Jr., Hartford; and Norman A. 
Gallup, Bridgeport. 


WILLIAM H. McCORMICK DIES 

William H. McCormick, a retired dis- 
trict agent of John Hancock died re- 
cently. During his 53 years with the 
company he served in Baltimore, Allen- 
town and Dayton district offices. He 
was retired in 1939. 





Staton Agency Director of 
Central Standard Life 


ROBERT W. 


STATON 


The Central Standard Life of Chicago 
has appointed Robert W. Staton agency 
director. He was formerly superintend- 
ent of agencies, United States Life. 

Upon his graduation from University 
of Oregon Mr. Staton became an agent 
of Occidental Life of California in 1934. 
In 1939 he joined home office agency 
department at Los Angeles and served 
in various posts in field supervision and 
He became super- 
intendent of agencies of United States 
Life in 1952. Active in Life Insurance 
Agency Management Association he is 
also a member of Life Advertisers As- 
sociation, NALU and Insurance Federa- 
tion of New York. 

Central Standard Life, president of 
which is E. H. Henning, operates in 24 
states, District of Columbia and Hawaii. 
Its current goal is half a billion of in- 
surance in force. Alfred MacArthur is 
chairman of the board. 


agency development. 


Wilfrid Jones Recuperating 
NALU Director of Public 
Wilfrid E. Jones is in the Greenwich 
Hospital, Greenwich, Conn., recovering 
from a successful minor abdominal oper- 
ation. He has been undergoing a com- 
plete physical check-up during the past 
two weeks and expects to resume his 
duties at NALU towards the end of 
this month. 


Mutual Benefit Officials 
Honor Retiring Genl. Agts. 


Relations 


Mutual Benefit Life home office offi- 
cials paid tribute this week to four 
general agents who are retiring from 


agency management duties to return to 
personal selling. The retiring general 
agents represent a combined total of 
128 years of service with the company. 

The four men whose retirements were 
previously announced are Clay W. 
Hamlin, Buffalo; Ernest C. Kenagy, 
Wichita; E. Harold Peterson, Roanoke, 
and H. Lawrence Choate, CLU, Wash- 
ington, D. C. 

In presenting each man with a gold 
watch, suitably inscribed to commemo- 
rate outstanding service to the com- 
pany, President H. Bruce Palmer spoke 


of the accomplishments of the four 
men. Letters of tribute from officers 
and general agents, in a leather-bound 
book inscribed “From Your Mutual 
Benefit Friends,” were presented to 
each man by Mr. Palmer. Vice Presi- 


dent Richard E. Pille was chairman of 
the luncheon. 
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These tabs represent the table of contents of a very remarkable book. 
For here is organized, in one volume of 330 fact-filled pages, a wealth 
of vital information in the advanced fields of estate planning, taxation 
and business insurance. 

This book is a working manual for every New England Mutual 
specialist in the great, broad field of business insurance. However 
complex the problem, he has—at his finger tips—a fundamental under- 
standing of the best way to solve this problem. 

To augment the basic material in this big book, New England 
Mutual issues regular bulletins on new tax and estate laws, along with 
suggested sales applications. 

Here is more evidence of how New England Mutual works con- 
tinuously to help stimulate sales at all levels . . . to help its agents sell 
nore and larger policies with fewer and shorter interviews. 


M UTUAL Life Insurance Company of Boston 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AM ERICA—1835 
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Conn. Mutual Home Office Promotions 


retary; and Edwin F. Schwobel to fi- 


Six promotions were made by the 


Mu- 


board of directors of Connecticut 





GEORGE A. SCHEIDLER 


tual Life, January 8, President Peter 
M. Fraser announced. 


~ 





EDWIN F. SCHWOBEL 


Officials of the company advanced by 
the board were Frank G. Snelgrove 





EDWARD ORCHARD 


now promoted to farm loan secretary; 
George A. Scheidler to city loan sec- 





nancial secretary. 





FRANK G. SNELGROVE 


company officials by this promotion. 
Wilfred S. Burt was advanced to super- 





WILFRED S. BURT 


visor, tabulating department; William 

DD. Carter to supervisor of income set- 

tlements; and Edward Orchard to as- 
i. 





WILLIAM D. CARTER 


sistant supervisor of city loans. 
Mr. Snelgrove has been with the 


Three others became 


Teamwork In Life Selling 


MDRT Men at Yale Club Meeting Hear Benj. L. Stern Tell 
Advantages of Joint Enterprise 


At a recent meeting of MDRT New 
Yorkers at Yale Club, Benj. L. Stern, 
who is a member of Associated Estate An- 
alysts, gave an address, under the title 
of “The Advantages of a Joint Enter- 
prise in Life Insurance” which has at- 
tracted wide attention in Greater New 
York insurance circles. Its theme was 
that if a comparison between a life 
insurance operation at the multi-million 
dollar level and a large law or account- 
ing practice be made it is difficult to 
see under present day conditions why 
there should not be a growing number 
of joint enterprises in life insurance 
production. The same reasons for their 
formation which prevail in the law and 
accounting fields seem to prevail in the 
life insurance field, he believes. 


Advantage of Partnerships 


Law and accounting partnerships nor- 
mally occur for these reasons: to obtain 
a combination of skills and specialties 
not available to any one individual; to 
reduce overhead which would be dupli- 
cated if more than one successful man 
operated by himself; to handle situa- 
tions if an agent becomes ill, or to cover 
himself when too many things break at 
once, some of which, if not handled 
speedily, might result in financial loss; 


to obtain the stimulus coming trom 
friendly but unmistakably competitive 
aspect of a business partnership; to 


level out the volume of business done, 
on the theory that peaks and valleys 
which an individual may have will not 
always coincide with those of his asso- 
ciates; hence, giving a more stable flow 
of business. 
All of those 
lieves, apply with 
insurance business. 


things, Mr. Stern be- 
equal force to life 
“We can only con- 
clude,” he says, “that the failure of 
agents to form more partnerships or 
other joint enterprises arise from their 
inability to break through traditional 
patterns which were established in the 
vears when they first entered the busi- 
ness. Their thinking in this direction 
has lagged behind the ever-changing 
business picture. If all of this is so, 
we must still inquire if there is some- 
thing different about the personality of 
the successful insurance producer 
which makes it more difficult: for him 
to enter into a partnership than it is 
for men in other fields. 

“Although it has often been stated 
that the agent is a rugged individualist 
and does not conform to any _ person- 
ality pattern it is also true that most 
professional men are known for their 


company since 1915 and has been super- 
visor of agricultural loans since 1949. 

Mr. Scheidler joined the company in 
1923, became assistant supervisor of city 
loans in 1949 and supervisor of city 
loans in 1952. 

Mr. Schwobel became associated with 
the company in 1942 after gaining wide 
experience in the investment field. In 
1949 he was named supervisor of public 
utility securities and since 1952 has 
been supervisor, bond portfolio. 

Mr. Burt, who has been with Connec- 
ticut Mutual since 1925, has been head 
of the tabulating department since 1937. 
He is president of the Hartford Ma- 
chine Accountants Association. 

Mr. Carter, a graduate of Amherst 
College, joined the company in 1940, 
having had considerable background in 
income agreement work. In addition, he 
has specialized in insurance tax prob- 
lems. 

Mr. Orchard went with the com- 
pany’s city loan department in 1947 
after 13 years in Boston real estate 
work. During the last war he served in 
the European Theatre with the Army 
Signal Corps. 


independent thinking and _ personality. 
from my contact with many successful 
agents | would say that normally they 
have a more pliable personality than 
most.” 

Personality Adjustment Necessary 

A successful partnership in whatever 
field depends to a large extent on the 
ability of the persons involved to ad- 
just their personality problems as well 
as their business problems. “No _ part- 
nership can live unless the partners find 
each other agreeable and willing to 
compromise,” said Mr. Stern. ‘“Part- 
nerships, like marriage, involve give and 
take and a certain amount of enlight- 
ened unselfishness. I see no reason why 
the qualities necessary to a partnership 
cannot be found among life insurance 
producers.” 

Since the life insurance agency sys- 
tem has been in operation a number of 
changes have taken place in the life in- 
surance business which make _ partner- 
ships desirable, Mr. Stern said. Among 
them he listed these: 

(a) The service aspect of the busi- 
ness at higher levels has grown in im- 
portance and more’ producers have 
found it necessary to build organiza- 
tions of their own in order to properly 
carry on service, since the general 
agency facilities are not adequate in 
most cases. 

(b) The large growth in pension and 


group business has created a_ larger 
number of long-term servicing situa- 
tions, again not covered satisfactorily 


by the general agency. 

(c) The concept of an underwriter 
representing the company rather than 
the client has been changing. More and 
more successful underwriters tend to 
consider themselves purchasing agents 
for their clients, rather than salesmen 
for their company. 

(d) With the increasing complexity 
of our economic life, particularly in the 
tax field, technical skill has become 
more important in the sale of insurance. 
A staff consisting of a good salesman 
and clerical help may no longer be ade- 
quate. Either the salesman must him- 
self become a technician, or he must 
have technical skills supplied to him by 
someone else. This has tended to cre- 
ate a need for men in the business 
whose compensation does not depend 
entirely on the prospects they can pro- 
duce and the sales that they can make. 





Lower Single Prem. Annuity 
Rates of Manufacturers Life 


The Manufacturers Life of Toronto 
has announced that changes have been 
made in the company’s rates for Single 
Premium Immediate Annuities. The re- 
vised scale of premiums is lower for 
most plans and ages although in a few 
instances the new rates are higher. The 
changes reflect on the one hand the 
higher yields currently available to the 
company on new investments and on 
the other hand the changes in mortality 
rates among annuitants as indicated by 
recent Statistics. 


United L. & A. Reduces 


Substandard Premiums 
United Life and Accident of Concord, 
N. H., has notified its agents in a letter 
from Douglas B. Whiting, actuary, that 
all policies issued on and after January 
1 under the various substandard tables 
will be issued with lower extra pre- 
miums. Mr. Whiting states that the 
company is not changing its underwrit- 
ing practices but the extra premiums 
charged for the various substandard 
tables will be reduced. These premiums 
will not be made retroactive. 
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Gilbert V. Austin Agency 
Reports Its Best Year 


HAD A GAIN OF 17% OVER 1952 


R. B. Coolidge, Aetna Vice President, 
Is Guest Speaker at 25th Annual 
Meeting of Agency 


The twenty-fifth annual meeting and 
luncheon of the Gilbert V. Austin 
agency, Aetna Life, Brooklyn and 
Hempstead, was held last week at the 
Garden City Hotel, Garden City, L. I. 

Robert B. Coolidge, Aetna Life 
agency vice president, the principal 
speaker, predicted that 1954 would be 


another good year for life insurance 
sales, saying that any possible slight 
recession in business would be offset 


by income tax reductions of prospective 
buyers of insurance. He also stated that 
the white collar and professional man, 
who have always been the best pros- 
spects for Ordinary sales will be less 
affected than the other groups should 
there be a recession and they will have 
a greater net spendable income in 1954 
than in 1953. 


Agency’s Best Year 


The Austin Agency, which opened a 
branch at Hempstead, L. I., last July, 
of which E. “Rip” Kohut assistant gen- 
eral agent is in charge, had its best 
year in 1953. Paid Ordinary volume ex- 
ceeded $7,750,000, a gain ot 17% over 
1952, also a record year. Group volume 
grew to $114,000,000 under Manager 
karl E. Certain, and accident insurance 
premiums also reached a new high. The 
agency qualified nine men for its RKe- 
gionnaires Club, another record. 

Two men tied for the winning of the 
agency’s trophy tor the most valued 
associate for 1952. Joseph Schulman, last 
year’s winner, and William H. Hollings- 
worth, now in his third year in the busi- 
received the same number of 
points in the scoring system, which is 
based on new life production, new pire 
iliums, persistency of business, number 
lives, most times on the monthly honor 
roll, and all-round cooperation with the 
agency. Each was presented with an 
identical award. 

Also announced at the meeting 
the promotion of Supervisor Arthur HI. 
Bikoff to assistant general agent. Ke 
port on Mr. Bikoff’s appointment ap 
pears elsewhere in this issue. 


ness, 


Was 


Protect Int. Workers Order’s 
Holders of Certificates 


In the interests of policyholders of 
International Workers Order, Inc., to 
prevent certificate holders from losing 


their interest in the assets of the Order 
or having their insurance coverage lap ’e 
the Continental Assurance has offered 
a proposed contract of reinsurance to 
continue on the same terms the mem- 
bers’ life, sickness and accident insur- 
ance after the Order’s liquidation. This 
proposed treaty has been submitted to 
the referee appointed by the court. Pend- 
ing court approval of the reinsurance 
contract Superintendent Bohlinger in- 
formed members that they must pay all 
premiums directly to the national office 
of the Order at 80 Fifth Avenue, New 
York, if they desire to continue their 
insurance, 


G. C. Elliott Made an Officer 


G. C. Elliott, formerly manager. mort- 
gage investments, Great-West Life, has 
been elected an assistant treasurer of 
the company. A graduate of University 
of Saskatchewan he spent a year doing 
post graduate work at Cornell Univer- 
sity. Joining Great- West in 1940 in 
mortgage department he subsequently 
was appointed supervisor of that depart- 
ment and then became mortgage in- 
vestment manager. He is a past presi- 
dent of Mortgage Loan Association of 
Manitoba and Appraisal Institute of 
Canada. 


U. S. Chamber’s Conference 
In N. Y. on Social Security 


A conference on Social Security was 
held by Chamber of Commerce of the 
United States at Hotel McAlpin yester- 
day. Chairman was Carl N. Jacobs, presi- 
dent, Hardware Mutual Casualty, and 
vice president of the national Chamber. 

The session led with a talk on “Why 
Universal Coverage?” by Frank B 
Cliffe, vice president, H. J. Heinz Co., 
Pittsburgh. This was followed by a talk 


on “Protecting All Today’s Aged” by 
A. D. Marshall, manager, employe bene- 
fits, General Electric Co. 

H. Bruce Palmer, president, Mutual 
Benefit Life and of New Jersey State 
Chamber of Commerce, was chairman 
of the luncheon. Speakers at the after- 
noon session were Leonard J. Calhoun, 
Washington lawyer, on “Old-Age Re- 
lief—A State Responsibility,” and Henry 
E. Blagden, second vice president and 
associate actuary, Prudential, on “Pay- 
As-You-Go Financing of Old-Age Bene- 
fits.” 


Mass. Mutual Anniversaries 

One company official and three gen 
eral agents celebrated their 40th anni 
versaries with Massachusetts Mutual 
Life on January 1. Vice President Ches 


ter ©. Fischer and General Agents 
Arthur H. Challiss of Seattle and 
Harry I. Davis, Atlanta, and General 


Agent Emeritus John F. Davies, Balti 
more, all joined the company on Janu 
ary 1, 1914. Before going to the home 
office in 1936, Mr. Fischer was general 
agent at Peoria and St. Louis 
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NORTHWESTERN MUTUAL POLICYHOLDERS. Both W. Clarke Swanson (left) and his 
brother, Gilbert C. Swanson, have chosen The Northwestern Mutual to carry their substantial 
programs of life insurance. 


bring 


proved that 


99 


SUCCESS ! 


A joint comment of particular 


interest to younger men by 


GILBERT C. 
and 


W. CLARKE SWANSON 


SWANSON 


President and Executive Vice President, 
C. A. Swanson and Sons 


Omaha, Nebraska 


a i 1s often said that the ownership 
of life insurance is a step toward 
success. Statistical proof of this 
would be hard to obtain. 

*“But we would say this. We have 
known very few successful men who 
do not own life insurance. And while 
this may not be in the nature of 
‘proof,’ it certainly seems to indicate 
a common agreement that life insur- 
ance is essential. 

“What do they find in life insur- 
ance? A way to create immediately a 
stronger sense of security for them- 
selves and for their dependents. And 
a peace of mind that permits concen- 
tration, full and straight, on the mak- 
ing of a career... that helps bring 
success easier and earlier. 

“It seems to us, therefore, that one 
of the very first and most important 
things a young man should do is 
begin a program of life insurance.” 


HOW THE NORTHWESTERN MUTUAL 
AGENT PREPARES TO SOLVE 
YOUR PROBLEMS 


Y CHARACTER, ability, and train- 
ing, Northwestern Mutual agents are 
well qualified. Many have earned the 
designation of Chartered Life Underwriter. 
Why do they choose to represent this 
company? It is one of the world’s largest, 
with over 95 vears’ experience, and accepts 
epplications only through its own agents. 
Because of its unique advantages, in- 
cluding low net cost, nearly half the new 
policies issued go to present policyholders. 
For a sound review of your security 
plans, call a Northwestern Mutual agent. 
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Don Smith 1953 Man of Year 
Conn. Gen’! Hartford Branch 


DONALD S. 


SMITH, JR. 


Donald S. Smith, Jr., has been named 
“Man of the Year” for 1953 by Hart- 
ford branch office of Connecticut Gen 
eral, manager of which is Frank O. H. 
Williams 

Born in Hartford Mr. Smith is a grac 
uate of Loomis School, class of ’35 
where he starred in football, basketball 
and track and still 


1 
I 


holds the record for 
the half-mile relay Later, at Wesleyan 
College where he was graduated in 1939 
he played football and ran track. He 


was business manager for the Wesley- 
an Year Book 
Following graduation he joined Con 


General and for nine years 
qualified for the President’s Club. He 
is a member of University Club of 
Hartford, chairman of a parents’ com 
mittee on cub scouting and is in Hart 
ford Life Underwriters Asaiciaton 
Leaders Round Table. 

Seeing service in the Pacific as a line 
officer aboard the USS Franklin Mr 
Smith was in Navy 43 months, being 
discharged with rank of lieutenant com- 
mander. He has three sons. 


necticut 


Huber Agency Production 
For 1953 Tops Nine Million 


The Solomon Huber agency of Mu- 
tual Benefit Life completed another 
successful year closing out with $9,059,- 
759 of paid for business exclusive of 
term riders, annuity credits and mis 
cellaneous forms, topped by a $1,054,750 
December. Surplus business directed to 
other companies exceeded $2,000,000. The 
Annual Review system of the agency 
has resulted in increasing the number 
of new lives while reducing the aver- 
age size case to $15,330 because of 
smaller amounts written as additions to 
a client’s existing plan or on members 
of his family. 

David Adelman, MDRT member, led 
the agency both in lives and in first 
year commission earnings. 


Franklin Life Appoints 
K. E. Buffington in Maine 


Kenneth E. Buffington, Camden, Me., 
. has been appointed district manager for 
Franklin Life of Springfield, II. 

Mr. Buffington entered the general 
insurance business in 1947 in Danielson, 
Conn. In 1952 he moved to Camden, 
Me., to concentrate on the life insur- 
ance business, as special agent for Union 
Mutual Life. He is an active member 
of the Camden Chamber of Commerce. 

In his new association with the 
Franklin, Mr. Buffington will develop 
an agency organization in the Camden 
area. 





Insurance Multiples 
Money When It’s Needed 


INFLATION COMMENTS 


LINTON 


Discusses Investment Aspect of Insur- 
ance Before University of Chicago 





Law School 
Among subjects M. Albert Linton, 
chairman Provident Mutual, discussed 
in a talk on the investment aspect 


insurance made before Uni- 
versity of Chicago Law School was 
the problem of inflation. Some time 
back there were fears of inflation which 
caused many people to turn to invest- 
ment in common stocks as a_ hedge 
against future rising prices. Life insur- 
ance, it was sometimes argued, was less 
desirable because its contracts were 
payable in fixed dollars and backed up 
by conservative fixed-income  invest- 
ments, not looked upon as_ hedges 
against inflation. On the other hand, 
life insurance men argued that if infla- 
tion was in prospect life insurance was 
a “must” for any one with a family to 
protect. 

Mr. Linton gave as an example a 
man, 35 years old, in that position. If 
inflation comes it will probably strike 
within about a decade, he said. “To 
protect his family against financial con- 
sequences of advanced prices should he 
be taken away, he looks fora place to put 
his money so that it will be multiplied 
when needed,” he said. “Suppose he 
buys stock. How much more than he 
paid for it will the stock be worth 3, 
5 or 10 years from now? Furthermore, 
for it to be of much utility a rather 
large capital investment must be made 
to buy the stock in the first place. 


In Case of Early Death 


of life 


From aspect of life insurance Mr. 
Linton offered data from 10 well known 
mutual life insurance companies. Con- 
tinuing he said: 

“If he buys a whole life policy and 
dies within a year his family will re- 
ceive 42 times the premium paid. If 
death occurs at the end of five years 
the return will be 8&7 times what he 
has paid. If at the end of ten years, 4.5 
times. A few additional illustrative fig- 
ures are given in the following table: 


Years Relation of Policy Proceeds 
in Force to Total Net Costs Paid 
Age 35 Age 45 

1 42.2 times 29.9 times 
2 21.3 15.1 ey 
5 St es 62-2 
10 4.5 ici 3.2 . 


“Where, other than in life insurance, 
could a man expect to have his money 
multiplied so usefully and to such an 
extent should he be taken from his 
family? Certainly no securities or com- 
modities could be counted on to do it.” 


The Great Advantage of Insurance 


For the long run, too, said Mr. Lin- 
ton, life insurance is of great value. “In- 
flations come and are followed by de- 
lations,” he continued. “One never knows 
under what conditions the future fi- 
nancial need will mature. It may be at 
a time when securities can be sold on 
favorable terms. Or it may be at a time 
when they can be sold only at ruinous 
prices. Life insurance performance on 
the other hand is guaranteed perform- 
ance, 100 cents on the dollar. Looking 
back over my own experience of nearly 
45 years in the business, my maturing 
endowment policies are proving to be 
of great value as current pre »ducers of 
income. I can not think of any place 
where I could have put my money over 
the years to greater advantage. Had I 
put it into securities in the 1920’s only a 
miracle could have prevented their be- 
ing swept away, perhaps leaving me in 
debt. Moreover, many attractive side 
issues which could have interrupted a 
mere savings plan might easily have 
proved too powerful to resist. The firm 
compulsion of the life insurance pro- 
gram was a wonderful help. And, so 
my friends, I heartily recommend that 
you give most serious consideration to 
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F. H. Devitt, Denver Mgr. 


Has Been 40 Yrs. in Insurance 


@ 


FRANK H. DEVITT 


Frank H. Devitt, Denver agency man- 
ager for Capitol Life, has been 40 years 
in the insurance business. He started 
his insurance career with the Equitable 
Society in New York City in 1913; was 
an agent until 1924 when he became an 
assistant agency manager. Following 
this he was agency manager eight years. 

While in New York Devitt became a 
director of both the local life under- 
writers association and of the general 
agents and managers group. He also 
served as president of the Equitable 
board of managers during 1935-36. 

In 1938 Mr. Devitt joined the Capitol 
Life as its Denver agency manager and 
general agent. He has been president 
of the Colorado and Denver life under- 
writers associations and is currently a 
director of the National Association of 
General Agents and Managers. 

Mr. Devitt has been active in raising 
funds for Denver’s Junior Hockey 
League, as well as in collegiate hockey 
activities at the University of Denver. 
In 1952 he was awarded a scroll of 
recognition by the university for mak- 
ing the most outstanding contribution 
to university athletics during that year. 
the Investment 
ance.” 





Aspect of Life Insur- 


Luncheon Speakers 


Churchill Rogers, general counsel, 
Metropolit: un Life, and J. Edward Day, 
associate general solicitor, Prudential, 
were luncheon speakers. 





AGENCY 


Management 
Guidance 


RAYMOND E. WALDEN, Newark, 
N.J., rdse in six years from 
Agent to Supervisor to out- 
standing General Agent. “I’m 
lucky” says Ray, “Pacific Mutual- 
trained every step of the way! 
Last few months, home office 
Management Training men 
have visited me twice —and 
I’ve attended a 5-day New Gen- 
eral Agents’ Conference. Can’t 
miss the track with that kind 
of help—and our production 
shows it!” 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 
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Massachusetts Mutual Makes Several Staff Promotions 





HAROLD F. PHILBRICK 


Massachusetts Mutual announces sev- 
eral staff promotions at the home office. 
In the actuarial division, Norman C. 
Ford and Harold F. Philbrick were ad- 
vanced to associate actuary, Ordinary. 
Burpee W. Shaw was made assistant 
actuarial administrator. Promoted in 
other divisions were Robert L. Ander- 
son, cashier; Philip C. Heady, tax coun- 
sel, and Allyn L. Baker, director of field 
claims. 

Mr. Ford joined the company in 1927 
following graduation from Dartmouth 
College. He was a member of the actu- 
arial department and later the mathe- 
matical department before being ap- 
pointed assistant manager of the former 
department in 1943. He was named as- 
sistant actuary in 1946. He is an Asso- 
ciate of the Society of Actuaries and a 
member of the Actuaries’ Clubs of Bos- 
ton and Hartford. 

Mr. Philbrick was graduated from 
Queen’s University, Kingston, Ontario, 
in 1939 with first-class honors in mathe- 
matics and physics. He became asso- 
ciated with the mathematical department 
in 1945 and was appointed manager in 
1948 and assistant actuary in 1951. He 
is a Fellow of the Society of Actuaries 
and a member of the Boston and Hart- 
ford Actuaries’ Clubs. During World 
War II he served with the Royal Cana- 
dian Air Force and attained the rank 
of flight lieutenant. 


Fidelity Mutual Up 13.7% 


Fidelity Mutual reached new highs 
in the business of 1953 with a gain of 
13.7% in new paid volume and a gain 
of 7.25% in insurance in force, over the 
corresponding figures in 1952. 

The paid volume was $88,290,604 bring- 
ing the insurance in force to $807,685,379 
at year end. 


Benjamin Carr Dies 
Benjamin Carr, brokerage manager 
for Alvin Wolff agency, Postal Life, 
died recently after a short illness. 
Mr. Carr entered the life insurance 
business 23 years ago as an agent for 
Travelers, and moved into supervisory 
positions with other companies. He was 
a brokerage supervisor for the Manhat- 
tan Life when he joined the Wolff 
Agency in February, 1952. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 


55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








NORMAN C. FORD 


Southland Life to Have 
40-Story Office Bldg. 


PART OF SOUTHLAND CENTER 


Plans Are Similar to Rockefeller Center 
Units in New York; Buys Entire 
City Block 


After negotiations of more than a year 
Southland Life 
city block in Dallas, facing Bryan, 


has purchased an entire 


Pearl, 


Live Oak and Olive Streets, which will 
be the site of Southland Center which 
will be the largest downtown office 


planned in 
100,000 


building development ever 


the Southwest. It 
square feet of 

Southland Center will be 
Rockefeller Center in that 
pleted it will several 
Preliminary plans call for four units, 
consisting of one mammoth underground 
parking garage capable of handling more 
than 2,000 cars daily, and three struc- 
tures which will provide home office fa- 
cilities for Southland Life as well as 
modern office facilities for other firms. 


contains 
ground area. 

similar to 
when com- 


consist of units. 
















@ _ Quatity contRACTS 


—Commercial A 


—Commercial Hospital Expense—individual and 


family plans 


—Guaranteed Renewable (Non-Can)—one, two 


and ten-year 
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@ EXTRA BENEFITS 


—/0% if premiur 


% if paid ser 


@ MINIMUM EXCLUSIONS 


@ PROMPT CLAIM SERVICE 
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ACCIDENT 
AND HEALTH 


é. 


ESTABLISHED 1860 


NEW ¥VORE 3, NEY. 


The first of the structures to go up will 
be a 40-story office building. Other units 
will probably be completed in summer of 
1957. 

Chairman of Southland Life is John 
W. Carpenter. President is Dan C. Wil- 
liams. The company is establishing a 
special staff to supervise the Southland 
Center project. This department will 
work directly under the executive com- 
mittee of the company, chairman of the 
committee being Ben H. Carpenter, ex- 
ecutive vice president. The Southland 
Life has $160 million of assets and more 
than $800 million insurance in force. It 
paid for $135 million of new business 
I ist year. 


H. R. SCHWARBERG DEAD 
Herman R. Schwarberg, 53, agent for 
Occidental Life of California since 1949, 
died suddenly of a heart ailment re- 
cently at the Beverly Glen Hospital, 
Los Angeles. Mr. Schwarberg was as- 
sociated with the R. D. Moore agency 
in Santa Monica, Calif., and ranked 
among Occidental’s leading agents, hav- 
ing qualified for the company ’s regional 

convention in Coronado this year. 


N. y. lie Changes 


(Continued from Page 1) 
method of underwriting sub-standard 
risks was changed from the “advance in 
age basis” to a new “classification 
basis.” 

The new policies were developed after 
extensive research to determine life in- 
surance needs in the postwar economy. 
There were over 50 oasic and compre- 
hensive studies releting especially to 


trends of mortality, interest earnings 
and expenses. 
Actual work on the new series of 


policies began iusc over a year ago and, 
according to New York Life’s actuaries, 
“the sheer volume of computations it 
involved could not have been completed 
without the use of the most modern 
electronic equipment.” 

\ company-wide team composed of 
top executives, actuaries, agents from 
the field, underwriters, investment ex- 
perts, lawyers, economists and _statis- 
ticians spent a full year on the project. 


Features of New Policies 


Among the features of the new poli- 
cies are: a “whole life” policy particu- 
larly designed for special needs and 
available at all ages from 0 to 70: a 
new mortgage cancellation plan that 
protects a family for the unpaid bal- 
ance of a mortgage until the debt is 
cancelled out; and an “estate builder” 
for children under which, when the 
child reaches age 21, the insurance in- 
creases to five times the basic amount. 

Another fundamental insurance change 
incorporated in the New York Life 
policies is that they are of the owner- 
ship type. Under a unique transfer of 
ownership provision in these policies, 
the owner can readily convey his policy 
and all rights in it to a new owner. 
With this new concept the policy as- 
sumes the character of transferable 
property. 

Introducing a basic product change of 
this magnitude to New York Life’s own 
sales force was a task in itself, Mr 
Tosephs pointed out. To accomplish this 
350 of New York Life’s top agents from 
all parts of the United States and Can- 
ada met this week at the Waldorf- 
Astoria to discuss the new 1954 series 
of policies. Simultaneous informational 
meetings were held in each of the com- 
pany’s 151 branch offices across the 
country. 
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Specht Agency Supervisor 





Matar 

WILLIAM J. MENDELSOHN 
Myron I. Specht, general agent for 
Security Mutual of Binghamton, N. Y., 
with offices at 16 Court Street, Brooklyn, 
has announced the appointment of Wil- 
liam J. Mendelsohn 
fective today, January 15. In his new 
post Mr. Mendelsohn will direct his ef- 
forts toward the development and serv- 


as supervisor, ef- 


icing of brokers in the Long Island 


territory. Mr. Mendelsohn has been a 
substantial personal producer, and since 
entering the life insurance business has 
completed many advanced courses in 
life insurance sales and marketing. Im- 


mediately prior to joining the Specht 


Agency, he served in a_ supervisory 


capacity with another company. Before 
starting his insurance career, he was 
for many years, president of the Laurel 
Trading Corp., national distributors of 
household appliances. 

The agency, which was organized 
from scratch by Mr. Specht, just more 
than a year ago, exceeded its assigned 
quota for 1953. One of the features of 
the agency’s method of operation is the 
bi-monthly educational meetings, with 
emphasis on sales, estate planning and 
business insurance. Guest speakers at 
these meetings have covered a_ broad 
scope of industry’s representatives, 
ranging from successful personal pro- 
ducers to top company officials. 

The addition of Mr. Mendelsohn fur- 
ther augments the agency’s supervisory 
staff, which in addition to Mr. Specht, 
includes Milton Schultz, supervisor and 
Joy Buchalter, cashier 





Alec Kroeg New President 
Indiana H. O. Underwriters 


The Indiana Home Office Underwrit- 
ers Association elected officers for the 
coming year at the December monthly 
dinner meeting held in the Athenaeum, 


Ind 













officers are: Alec A. Kroeg, 
i on National Life, president; 
William C. Hemmerling, Standard Life 
[ vice president; Miss Ruth 








I roeg appointed David Sco- 
field, Indianapolis Life, program chair- 
man, and Les Nagley, Jr. Hooper- 
Holmes Bureau, Inc., to be publicity di- 
rector for the coming year. 

Outgoing officers are Robert C. Mc- 
Dermond, College Life, president; Roger 
S. Worden, Lafayette Life, vice presi- 
dent; and Theodore I. Steele, State 
Life, secretary-treasurer. 


Manufactures Life Change 
Manufacturers Life has announced 
the appointment of Richard W. 
Schmid, CLU, as manager of the com- 
pany’s Detroit Uptown branch. Mr. 
Schmid formerly agency assistant in 
the branch, will succeed his father, R. 
retiring after 22 
years as manager. Although R. F. 
Schmid has reached retirement age for 


F. Schmid, who is 


Made Asst. Vice President 
Of American United Life 


branch managers, he is continuing in 


the service of the 
his full time as a J] 
ance consultant to hi 

R ; 


R. W. Schmid graduated from the 


company devoting 
yersonal life insur- 
s large clientele. 


University of Michigan and _ subse- 
quently from the Wharton School of 
Finance and Commerce, at the Univer- 
sity of Pennsylvania. During the war, 
he served for three years with the 
United States Army. He has main- 
tained a fine record of performance 
during his seven years as a life under- 
writer and in recent years has special- 
ized in business insurance, tax and pen- 
sion cases. He has also shown marked 
ability in recruiting and training new 
life underwriters and recently qualified 
for his CLU degree. 

Until his retirement, R. F. Schmid 
was senior manager in the company’s 
United States division. He joined the 
Detroit branch of Manufacturers Life 
in 1922. In 1931 he was selected as 
manager of the newly created Detroit 
Uptown branch. Under his guidance, 
the branch has grown continuously and 
1953 was, by far, the greatest in its his- 
tory. 


Continental American 
Issues Two New Riders 


Continental American Life of Wil- 
mington recently introduced new family 
income and mortgage riders containing 
a new conversion privilege permitting 
conversion to a permanent plan of in- 
surance. The family income riders are 
convertible up to five years prior to 
the expiry of the family income period. 
The mortgage riders are convertible 
during the 10-year period following 
their issue. The new family income 
riders may also be attached to a part 
of the face amount of the base policy. 








H. HARTZELL PERRY 


H. Hartzell Perry has been appointed 
assistant vice president in the reinsur- 
ance department of American United 
Life of Indianapolis. 

Mr. Perry has been with the com- 
pany 15 years, specializing in risk se- 
lection and reinsurance services. He 
served four and one-half years on staff 
duty as a Navy lieutenant commander 
in World War II. 

American United has been a pioneer 
in life insurance and in 1954 will cele- 
brate its fiftieth anniversary in this 


field. 





INSURANCE OPPORTUNITY 
H.O. LIFE UNDERWRITERS 


Selection Department of N. J. insurance com- 
pany has opportunity for experienced under- 
writer, High starting salary, regular increases, 
excellent opportunities for advancement, liberal 
pension plan, group life insurance, hosp. and 
surg., etc. Write to Box 2221, care of this 
publication, stating experience and salary re- 
quirements. 
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Midland Mutual Appoints 
Two New General Agents 


Midland Mutual Life, Columbus, has 
announced the appointment of new 
general agents in Philadelphia and New- 
ark. Samuel J. Fein has been named 
general agent in Newark and Bruce H. 
Beale was appointed general agent in 
Philadelphia. Both appointments were 
effective January 1. 
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Rhodebeck’s Plans for 
American Life of Wilmington 





Fabian Bachrach 
RICHARD B. RHODEBECK 


Richard B. Rhodebeck, elected presi- 
dent of American Life Insurance Co. 
(which is a member of the American 
International Insurance Groups, a num- 
ber of concerns internationally engaged 
in insurance), is also a vice president of 
American International 
Co., a position to which he was ap- 
pointed last year after leaving United 
States Life of which he was president. 
With American International Reinsur- 
ance Co. he is in charge of life irsur- 
ance operations. 

The American Life which has its head 
office in Wilmington, Del., specializes in 
writing of business in foreign countries 
in U. S. dollars and other stable cur- 
rencies. 

The American Life plans an intensive 
development of the territories in which 
it 1S Operating, entry into additional 
areas and the establishment of a com- 
plete life insurance service through for- 
eign offices of the American Interna- 
tional interests. 

Mr. Rhodebeck became connected 
with the United States Life in 1935. In 
1947 he was elected its president. 


Reinsurance 


Jefferson Standard Sales 


The continuing growth of Jefferson 
Standard Life was reflected in an an- 
nouncement by Karl Ljung, vice presi- 
dent in charge of agency operations, 
who said new life insurance sales in 
1953 set a new company record. 

New life insurance sales increased 
6.5% over 1952, reaching $163,154,573. 
This was the second consecutive year 
that new sales topped the $150 million 
mark. Total insurance in force on De- 
cember 31, 1953 was $1,235,240,245, a net 
gain of $98,573,964 and a record for any 
one year. 


HUNIUUNUIUUULOUONUEUTE UTE es 
WHO SAYS??7?? 
There's nothing new in group insur- 
ance? We've got a lot of new angles 
for group, wholesale, or membership 
plans. It will be worth your while to 

call 


Charles Champion Edwards 
Agency 
Manhattan Life Insurance Co. 
551 Fifth Ave., N. Y. 17, N. Y. 
MUrray Hill 2-7330 
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Brooklyn Branch’s 1954 
Sales Congress Program 


BERNARD BERGEN IS CHAIRMAN 





Gerard B. Tracy, Donald I. Rogers and 
G. Hoyle Wright on Program; Will Be 
Held Jan. 28 at St. George Hotel 





The fifth annual sales congress of the 
Brooklyn Branch of the Life Under- 
writers Association of the City of New 
York will be held in the Grand Salon of 
the Hotei St. George, January 28. This 
year’s affair is under the chairmanship 
of Bernard S. ‘Bergen, Bergen-Eiber 
Agency, Mutual Trust Life. 

Included on the program are G. Hoyle 
Wright, superintendent of agencies, 
Metropolitan Life, Metropolitan terri- 
tory, whose address wil] be entitled “Do 
You Believe.” Speaking on “Enthusias- 
tic Selling,” will be Gerard B. Tracy, 
CLU, manager in New York for The 
Prudential. Donald I. Rogers, business 
and financial editor of the New York 
Herald Tribune, has taken the title for 
his address from his recent book, “Teach 
Your Wife To Be A Widow.” 

The meeting will begin at 2:15 p.m. 
and there will be no admission charge. 
Non-members are invited to attend. 


New England Mutual Life 


Home Office Promotions 

New England Mutual has appointed 
Kenneth W. Henchey as assistant man- 
ager, benefit and title department, and 
Vernon L. Jewett as supervisor of 
agency records. 

Mr. Henchey attended Bentley School 
of Accounting and Dartmouth College, 
and joined the company in 1933 as a 
messenger, going to the policy depart- 
ment in the same year. He was one of 
the original members of the benefit de- 
partment when it was formed in 1935. 

Mr. Jewett, who also attended Bent- 
ley School of Accounting, joined the 
company in 1934 as a messenger. He 
served as an Army sergeant in the Pa- 
cific during World War II, and returned 
to the investment department in 1946. 
He was assistant cashier at the time 
of his transfer to the agency depart- 
ment as assistant supervisor of agency 
records in 1950. 


Week-Ends at Pocono 
Through its special company travel 
service The Prudential has booked at 
Pocono Manor Inn, Pennsylvania, a 
series of five week-ends beginning Jan- 
uary 9-10. The program includes skiing 

and tobogganing and other sports. 
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were earned by the Company 
at the Life Advertisers Asso- 
ciation 1953 annual meeting 
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EQUITABLE LIFE 
INSURANCE COMPANY OF IOWA 


for its new direct mail plan of 
Sales Promotion Letters and 
its new package sales kits, 
complete with phonograph 
training records, on Social 
= Security, Retirement and Mort- 
= gage insurance ... gratifying 
- recognition of the high calibre 
of sales material consistently 
furnished by the Company to 
its Career Life Underwriters. 
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Assistant General Agent 
For G. V. Austin Agency 





ARTHUR H. BIKOFF 


Gilbert V. Austin, general agent for 
Aetna Life with offices in Brooklyn and 
Hempstead, L. I., has announced the 
appointment of Arthur H. Bikoff as 
assistant general agent for Brooklyn. 
Mr. Bikoff’s primary duties will be the 
continuance of recruiting and training 
full time agents and supervision of the 
agency field force in Brooklyn, which 
he has been doing since May, 1951. The 
Austin agency ranked sixth for Aetna 
Life among all agencies in the recruit- 
ing of new men and 17th in production 

Following graduation from the Uni- 
versity of Michigan, Mr. Bikoff was an 
officer in a wholesale jewelry concern 
prior to entering military service. He 
attended Yale University where he re 
ceived his commission as a_ lieutenant 
in the Air Force. He served with the 
20th Air Force in Guam as communica- 
tions officer of a B-29 group. He en- 
tered the life insurance business with 
the Austin Agency in 1947. In 1948 and 
1949 he was the recipient of the agency 
award for the “Most Valued Associate 
of the Austin Agency.” A member of 
Aetna Leader’s Club every year and 
regionnaire five times, Mr. Bikoff was 
the 34th leading salesman for Aetna 
Life in 1950 prior to being appointed 
agency supervisor in May, 1951. 

Mr. Bikoff is a graduate of the Aetna’s 
1947 Basic Estate Control Plan School 
where he attained second place in the 
class. He has taken three parts of the 
CLU course and LUTC part two. He 
has also completed Aetna’s Agency 
Builder’s School and is a graduate of 
the Life Insurance Agency Manage- 
ment Association School. 

Active in association activities, Mr 
Bikoff is presently a member of the 
board of directors of the Brooklyn 


Branch of the Life Underwriters Asso 
ciation of the City of New York, < 
member of the faculty of the Agents 
Training School of the New York City 
Association and has been a_ guest 


speaker at the School of Commerce ot 
New York University. 








What Makes a 
TOP-NOTCH BROKERS' AGENCY? 


Proudly we offer a Smoothly- 
Functioning Organization: 
Experienced Personnel in Every Depart- 
ment . . . The Desire and the Ability to 
Be Helpful . . . Ask anyone who has done 
business with us. 


Samuel D. 
Continental Assurance Co. 


ROSAN Chicago, Ill. 
76 Wm. St., N. Y. 5, WH 3-7680 


Agency, Inc. 
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Texas Plans Stronger 
Status for Home Cos. 


55 WERE LAUNCHED IN 1953 
Chairman Smith of Texas Commission- 
ers Confers With Texas Convention 
and State Association 


Austin—Garland A. Smith, Life Com- 
missioner and chairman of the Texas 
Board of Insurance Commissioners, has 
issued a statement pointing to the need 
for strengthening the financial require- 
ments of domiciliary companies, princi- 
pally in the life field. It was the formal 
opening gun in a legislative program to 
be presented a year hence and was is- 
sued following consultations with offi- 
cres of the Texas Life Convention and 
the Texas Association of Life Under- 
writers. 

In connection with his program Mr. 
Smith said that organizational require- 
ments for forming new companies are 
too low, citing the following: New stock 
life companies may be started with only 
$25,000 capital; new mutual fire compa- 
nies may be organized with assets of 
$20,000, and the minimum financial re- 
quirements for Lloyd’s and reciprocals 
are relatively low. 

Calis Present Laws Inadequate 


Mr. Smith also said that present laws 
are inadequate relating to review and 
approval of policy forms by the Board. 
declaring that a stricter regulation of 
forms would be beneficial both to the 
industry and the public. 

Present Texas laws, according to Mr. 
Smith, do not require diversification of 
investments. As a result, he added, all 
assets of a company could be spent in 
buying the entire stock of a corporation, 
which may have been = substantially 
owned or controlled by the same person 
controlling the insurance company. 
“This situation,” he said, “creates great 
difficulties in the valuation of securities 
held by the insurer.” 

Mr. Smith also favors closer super- 
vision of securities issued by Texas in- 
surance companies, which currently are 
not subject to regulation by either the 
Insurance Department or the Secretary 
of State 

At the close of the vear there were 
more than 150 life insurance companies 
in Texas. At least 55 of these were 
formed during 1953. Some Insurance 
Commissioners of other states have pri- 
vately expressed the opinion that the 
Texas situation had the makings of a 
major problem in a tightening financial 
period 


National of Vermont Sales 


Exceed Previous Yr. by 17% 

Life insurance sales by National Life 
of Vermont went to nearly $160,000,000 
in 1953 to hit a record sales peak for 
the 103-year-old company, Deane C 
Davis, president, announced. 

Mr. Davis said the 1953 sales ex- 
ceeded by nearly 17% the 1952 total 
which had broken all previous sales 
records of the Vermont company. An 
nualized premiums for 1953 amounted to 


$6,987,827, a gain of nearly 18% com- 
pared to 1952. 
Of the company’s 57 general agen- 


cies throughout the country, the top ten 
in order of sales volume for 1953 were: 
Atlanta, Ga.; Chicago; Manchester, N. 
H.; Philip F. Hodes Agency, New York 
City; Los Angeles; New Canaan, Conn.: 
Virginia State Agency, Roanoke; Ver- 
mont-Western M: assachusetts Agency; 
Binghamton, N. Y. ; Hartiord. 


Bankers of Sows. Leader 

The W. A. Fraser Lincoln agency of 
Bankers Life, Des Moines, finished the 
1953 calendar year ahead of all the 
other agencies of the company in vol- 
ume of issued and paid-for new busi- 
ness. By the end of the year the Lin- 
coln agency led the next highest agency 
by more than $400,000. The agency ex- 
ceeded its 1953 quota by 30%. 








Aetna Reduces Disability 
Premiums; Other Changes 


Aetna Life has announced a substan- 
tial reduction in the extra premiums 
charged for disability benefits issued 
with new life insurance. A substantial 


SEASONED A. & H. MANAGER — 
now available for home or branch office post with Life or Accident & 
Health company. Preferably in N. Y. area. Fifteen years in production, 
agency development and branch office building for large company. Address 
Box 2222, The Eastern Underwriter, 93 Nassau Street, New York 38, N. Y. 








reduction has also been made in the 
premium rates for the non-participating 
preferred life plan. Smaller reductions 
have also been made in premium rates 
for other non-participating plans. All 
other rates remain unchanged. 

The changes are effective immedi- 
ately and will be applied retroactively 
to all policies dated November 1, 1953, 
or later. No changes have been made Karl Bach, Forrest J. Curry agency, 
in premium rates for participating poli- Penn Mutual Life, San Francisco, who 
cies, other than the seduction in the 9.4 Germany in 1933 at age of 16, 


extra premium for disability benefits. |. 4 . ROS TE : : 
Policy forms, non-forfeiture values, set- arrived rk New York with $10 in his 
tlement options and annuity rates also pocket, paid for more than $3,000,000 in 
remain unchanged. 1953 covering 200 lives. He is first agent 

of the company to pay for that figure. 


Manhattan’s Record Month In Germany Bach had experience as 

Manhattan Life, in December, set a 4 Cattle butcher and after leaving the 
one month’s record for Ordinary busi- gang plank in New York the first man 
ness written with a total of $7,907,486. he saw for a job hired him at 30 cents 


This exceeds by : " 500,000 the c ; 

seen St $9 304 O00 chine in haa. an hour, 3) to ©) hours a week. When 
1953, which was the company’s best 20 his parents joined him and the 
previous month for Ordinary business. 


family 
moved to San Francisco. He couldn't 





Meet the V.I. P. 


MY COMPANY STRESSES 
THE HUMAN ELEMENT... I'm a very important person 
where it means the most to me. . . with my Company. 
My happy relationship with Berkshire Life is best 
expressed in the complete satisfaction I get from the 
prompt, thoughtful handling of all my business. 
I’m not just a name on a list nor a pin on a map... 
I'm a valued Agent with “most important’ cases. 





Complete personal coverage in Life, Annuities, 
Accident & Health and Hospitalization. 











YOUR EYE 


BERKSHIRE 


LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. « A MUTUAL COMPANY e CHARTERED 1851 
HARRISON L. AMBER, President 








Karl Bach, $3,000,000 Writerin1953 
Landedin N.Y. Via Germany With$10 


get a job in his vocation there as he 
had no union card. So, he became a 
Fuller Brush salesman and for five 
years was a Fuller sales star. 

insurance 
after a member of the Curry agency, 
the late Jerome M. Breyer, insured his 
Breyer also 


He became interested in 


father. convinced the 


KARL BACH 


young man he should be an agent. In 
each of seven years he has been a re- 
cipient of the National Quality Award. 
He is a Life and Qualifying member of 
MDRT and is also held in high esteem 
by the agency because of the sales as- 
sistance he has given young men. 


Executive Committee of 


H. O. Underwriters to Meet 


J. H. B. Peay, Jr., president of Insti- 
tute of Home Office Underwriters, has 
announced that an executive committee 
meeting will be held in Cincinnati, Ohio, 
February 26, to appoint committees and 
to discuss plans for the 18th annual 
meeting of the Institute, which will be 
held at the Roosevelt Hotel, New 
Orleans, Louisiana, November 17, 18 and 
19 


New York City Assn. Tops 
2,600 Membership Goal 


Arthur L. Sullivan, general chairman 
of the membership committee of Life 
Underwriters’ Association of the City 
of New York has announced that the 
goal of 2,600 members by December 31, 
1953 had been successfully reached, 
with year-end membership totaling 2,614. 
This is the highest number of members 
in the association’s history, topping the 
1948 all-time high by 19 members. 

Mr. Sullivan attributes the success of 
his campaign to the many members of 
his committee. Serving as vice chairmen 
are: Julius L. Ullman, brokers; Robert 

Curran, Jr., conservation; Charles N. 
Barton, CLU, new members, and George 
Mendes, home offices. 
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Wilkins a Travelers V. P.; 
Davis, Secy. Mortgage Loans 


Roger C. Wilkins has been promoted 
to be a vice president of the Travelers 
and Frederick A. Davis to secretary of 
mortgage loan department. A graduate 





ROGER C. WILKINS 


of University of Maine Mr. Wilkins 
joined Travelers in mortgage loan de- 
partment in 1929 at head office; then 
became an agent in Oklahoma and farm 
loan manager in Texas. Returning to 





FREDERICK A. DAVIS 


home office he was made an assistant 
manager in 1936, and then manager of 
farm loan division. More recently he has 
been secretary of mortgage loan de- 
partment. In World War II he was with 
Navy as a lieutenant in Air Intelligence. 

Mr. Davis, a graduate of Dartmouth, 
who has been assistant secretary, mort- 
gage loan department, since January, 
1953, joined Travelers in 1926, soon be- 
ing transferred to mortgage loan de- 
partment. He became an assistant man- 
ager in 1936 and manager of city loan 
division in January, 1946. 


Mass. Mutual Group Changes 

Massachusetts Mutual has appointed 
Herbert S. Woods Group regional man- 
ager heading a new Group office in 
Boston covering New England and New 
York State except metropolitan New 
York and Long Island. Bertram H. 
Shaughnessy has been made Group re- 
gional manager for the Pacific Coast 
with headquarters in Los Angeles. The 
company has also extended the territory 
covered by the Chicago regional office 
under Bernhard F. Kalb, Jr., CLU, to 
include the district offices in St. Louis 
and Kansas City. 





R. J. Wetterlund Observes 
30th Milestone With Co. 





R. J. WETTERLUND 


Ray J. Wetterlund, chairman of the 
board of Washington National of Evans- 
ton, Ill, observed 30 years of service 
with the company on January 8. In this 
period of time he has creditably held 
many home office posts including asso- 
ciate general general 
counsel; member of board of directors 
and finance committee; vice president 
and general counsel, chairman of the 
personnel cominittee, and president. He 
was advanced on January 1, 1953, to his 
present post. 

A graduate of the University of II- 


counsel, then 





Policyholders, 


M. O. Doolittle, President 








linois, Mr. Wetterlund§ received his 
early education in Chicago schools and 
his law degree from DePaul University. 
He is a member of the Chicago and 
American Bar Associations, a past presi- 
dent of the Health & Accident Under- 
writers Conference, Insurance Federa- 
tion of Illinois, and Insurance Economics 
Society of America. Active in Evanston 
and in U. S. Chamber of Commerce 
committee work, Mr. Wetterlund was 
elected president of the Evanston Cham- 
ber of Commerce on May 1, 1953. 


BMA Sets New Record 

Business Men’s Assurance reports 
that new paid life insurance for Decem- 
ber reached a record high for any 
month in the company’s 44-year his- 
tory. The total was $20,863,551, bring- 
ing the total of new paid life insur- 
ance for the year up to $186,197,785, an 
increase of 11% over 1952. 

The increase in life insurance in force 
for the month brings the total in force 
to $729,926,796—a gain for 1953 of 
$100,613,123. 








This We Believe 






who may 
gerial positions. 


commissions, 


more information, 





@ That a new and modern compensation 
plan is necessary for qualified under- 
writers to meet present day economic 
conditions. We have such a plan. 


become 





@ That it is our responsibility to pursue a 

policy of expansion that will provide 

ample opportunity for our field men ' 
interested in mana- 


@ That it is our responsibility also to pro- 

vide career contracts, liberal first year 
vested renewals unsur- 
passed, bonus on quality business, and 
an attractive retirement plan. For 


Write: G. FRANK CLEMENT 


Vice President In Charge of Agencies 





New and Progressive 
LIFE INSURANCE WITH Up-to-the-MINUTE 


ACCIDENT & HEALTH 
PROTECTION CREATES GOOD-WILL - - - 


The Priceless Ingredient Necessary for Success with... 
Agency Representatives 


Interesting Agency Contacts Available to Good Producers 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Home Office: Jamestown, N. Y. 


NEW YORK OFFICE: 60 EAST 42nd Street 





- HOSPITALIZATION 


and Company 





P. E. Tumblety, First Vice President 








ACKERMAN 


LAURENCE J. 


Dean Laurence J. Ackerman, Univer- 
sity of Connecticut School of 
Administration, has been named presi- 
dent of the American Association of 
University Teachers of Insurance. Dean 
Ackerman also, for the fourth year, has 
been asked to serve as chairman of the 
organization’s coordinating committee 
on the Summer Fellowship program. 

At the AAUTI meeting in Washing- 
ton, Hampton H. Irwin, Birmingham, 
Mich., was named vice president, and 
Dean William T. Bradles, Illinois Wes- 


Business 


leyan University, was renamed secre- 
tary-treasurer. 
Dean Ackerman, who was recently 


elected a member of the board of di- 
rectors of Phoenix Mutual Life, is visit 
ing professor at the Harvard Graduate 
School of Business Administration this 
semester, and will shortly return to his 
duties at the University of Connecticut 





New England Mutual Sales 


New England Mutual completed its 
third consecutive best year in _ history 
in 1953. Sales of new Ordinary insurance 
reached the high mark of $16 million, 
including additions and revivals, an in- 
crease of $35 million or 9% over the 
previous year. Ordinary insurance in 
force at the year end stood at $3 billion 
650 million. 

Of the company’s 83 agencies, 53 sur 
passed their previous best years. Six 
agencies placed in the million-a-month 
category, led by New York-Huppeler 
with $20.3 million, and including Bos 
ton-Summers with $16.6 million, Boston- 
Hays with $15.8 million, Los Angeles- 
Hays with $15.8 million, New York- 
Marks with $14.3 million and Cleveland- 
Weber with $12 million. 


Annual Christmas bonus checks total- 
ing approximately $100,000 were dis- 
tributed to employes of Benefical Stand- 
ard Life Co. of California by President 
Oscar S. Pattiz. 
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BEING ILL 


ion Foundation of New 


Airlines, and one of Mr. 
Braniff’s close friends, was killed in an 
airplane accident in The Hague. 

Tom Braniff, who started his insurance 


COST O Royal Dutch 
format 


York, honorary chair 





man of its advisory 








committee being Herbert Hoover, has : 

ympleted a nation-wide survey which career half a century ago as an agent 
will provide for the first time since 1933 for his father in Oklahoma and became 
facts about the costs of illness as they one of the most successiul general 
ffect American families and the extent agents in the country, was a born busi- 

whi various kinds of health insur- ness getter. He became president of 
ance are helping people to meet the National Association of Casualty and 
financial burdens of illness Surety Agents; had large insurance 
T National operations throughout the Southwest. 


e survey, conducted by the = 
After living for years in Oklahoma City 


Opinion Resear Center at University 

of Chicago, has seen 8900 individuals. he transferred his residence to Dallas. 
The last study app ino this The Braniff insurance organization in 
type was conducte -d by the Texas is a large and progressive enter- 





prise. 


But Mr. 


t Medical Care 


It established that it 


Committee on the Costs of ; 
from 1928 to 1932 3raniff was also an outstand- 

















was possible to spread the cost of per- ing figure in international affairs. His 
sonal health s by application of flair for companionship, the sincerity of 
the insurance principle, and during the his friendships, his deep and keen un- 
30's. the voluntary health insurance derstanding of personality motivations 
movement was started. tied him close to people in all walks 

The present survey is to determine of life. He was a fine citizen with 
distribution of the volume of personal a real sense of responsibility to nation 
health services as measured by hospital and community. One of his affiliations 
admission rates: length of stay and was Catholic co-chairman of the Na- 
surgical rates: how the hoseeheide paid tional Conference of Christians and 
their personal health services costs; the Jews. As a leading Roman Catholic lay- 
extent of duplication of health in- man he was made a Knight Commander 
surance coverage: and current attitudes of St. Gregory. During his extensive 
towards health insurance. All the above travels abroad he made _ innumerable 
will be broken down by income groups. friendships with foreign statesmen as 

First public release of information ob- well business men. The fields of avi- 
tained in this survey will be available ation and insurance have lost one of 
at a press luncl ete ins, ae wdtel a at St their best and most highly respected 
Regis Hotel January 18 At that time representatives. 
Admiral W. H. P. Blandy, president of 
Health Information Foundation, and two John H. Roach, vice president and 
res h officials will present sum secretary of Franklin Savings Bank, 
mary of the results and answer ques New York City, is the new president 
é of Savings Bank Life Insurance Coun- 
ceGaS cil of New York. 

See «> * 
James M. Drake, president of the Em- 


E. BRANIFF 











pire Life & Accident of Indianapolis 

ironies was illustrated recently celebrated his 45th anniversary 

mas E. Braniff, pres with that company. He has been with 

Gi Tatevantionst: Mie the organization ever since its inception 

: : . in 1908. The Empire service pin was 

ibe LAN whch ; urried = hundreds Ol presented to Mr. Drake by J. I. Cum- 
thousands of passengers without a fatal- mings, executive vice president. 

ty was killed while traveling on another ai er 

company’s airline during ‘ation trip. Herbert L. Seegal, senior vice presi- 

: oe dent for merchandising of Macy’s New 

Not only spe vidieeds avlatlloll York, has been elected to the board of 

field Mr. Braniff had for years been American Fidelity Fire Insurance Co. 

me of the most successful of insurance \ native of Boston he was graduated 

men. He was the second president of a from the University of Michigan in 

1937. Currently he is head of the Macy 


killed in a fortnight 
president of KLM 


major air line to be 
s Albert Piesman, 


unit in the drive by the Federation of 


Jewish Philanthropies. 





COLLINS 


JOSEPH Hi. 


Joseph Howland Collins, general coun- 
sel, Metropolitan Life, is again to act 
as chairinan of the life insurance divi- 
sion, Legal Aid Society, in its cam- 
paign for fund raising. Co-chairman in 
the 1954 fund raising campaign is 
Werner H. Mendel, counsel, Equitable 
Society. Life insurance is one of the 
56 divisions of commerce and industry 
which participate annually in this drive 
to provide legal representation in both 
civil and criminal cases to those who 
cannot pay for such services. More 
than 57,000 persons in 1953 were helped 
by the society in Greater New York 


alone. The fund goal for 1954 is $375,000. 
ms we 
Fred Guild, assistant manager, real 


estate and mortgage loan department, 
New York Life, has been reelected 
president of the board of visitors of 
the New York State Training School 
for Boys at Warwick; and also has 
been appointed a member of the 
Greater University of Vermont Fund 
committee. 

‘ > 

Chas. E. Becker, president, and the 
Franklin Life of Springfield, Ill., were 
featured in the January, 1954, issue of 
“Personal Efficiency” the official month- 
ly paper of LaSalle Extension Uni- 
versity. A picture of Mr. Becker be- 
side the bronze heroic statue of Benja- 
min Franklin in the Franklin Life court- 
yard appears on the front cover of the 
magazine, and a full length feature 
story on Franklin Life’s growth under 
his management follows. “Personal 
Efficiency” has a circulation of approxi- 


mately 35,000 men and women—students 
and alumni of LaSalle Extension Uni- 
versity. 

a a 


F. A. A. Menzler, former president of 
British Institute of Actuaries, who is 
chief development and research officer, 
London Transport Executive, has been 
appointed a member of the Royal Com- 
mission on the Civil Service. He is also 
a member of the committee set up by 
the British Exchequer which is now in- 
vestigating the economic and financial 
problems of provision for old age. 


a ee 


Albert E. Prouty has been made 
comptroller of John Hancock. He joined 
John Hancock in 1929. After serving 
as office supervisor of the Worcester 
district he joined home office staff as 
regional office supervisor, becoming as- 
sistant comptroller of district agencies 
in July, 1948. 





John A. Culbreath, a native of Arkan- 
sas, who was general agent of Manhat- 
tan Life at Denver for 38 years and is 
still associated with the company, re- 
cently was appointed an “Arkansas Trav- 
eler” by Governor Francis Cherry of 
that state. In the certificate of appoint- 
ment sent to Mr. Culbreath he is desig- 
nated as “An Ambassador of Good Will 
from Arkansas to the people of other 
states, the people of nations beyond the 
borders of the United States wherever 
this Ambassador of Arkansas may here- 
after travel or reside.” 

ce ae 


John J. Murphy, who is with the cen- 
tral casualty unit, New York branch 
office of Aetna Casualty & Surety at 
151 William Street, will observe his 25th 
anniversary with the organization on 
January 16. He has had 13 years’ ex- 
perience in that department and prior 
to 1940 was attached to the miscel- 
laneous lines department in the same 
office. 





WILLEMSON 


ALAN M. 


Alan M. Willemson, whose father, 
Paul R., is president of Sterling Offices, 
Ltd., New York, has been named adver- 
tising manager of the “Daily Prince- 
tonian” at Princeton College, New Jer- 
sey, where he is a junior. His other col- 
legiate activities include vice president 
of the Princeton Mountaineering Club, 
captain in the Air Force ROTC and a 
member of the Quadrangle Club. His 
major is modern languages. 

i. a 

A. Moseley Hopkins, general agent in 
Albany, N. Y., for Penn Mutual Life, 
has been elected a trustee of the Al- 
bany Exchange Savings Bank. 

* * * 

Ralph W. Smith, Sr., president of 
Guaranty Union Life, Los Angeles, has 
been elected chairman of the Los An- 


geles Chamber of Commerce Life In- 
surance Committee. Mr. Smith succeeds 
George N. Quigley, CLU, manager of 
the Manufacturers Life of Canada. 
x ok x 
Deane C. Davis, president, National 
Life of Vermont, has been elected to 


serve for a five-year term on the board 
of trustees of Boston University. He 
was graduated from the University Law 
School in 1922. Mr. Davis is also a trus- 
tee of Vermont Junior College in Mont- 
pelier. 

* * * 

Allen Cureton, director of accident and 
health sales for Republic National Life, 
has been chosen a new member of the 
board of directors of the Dallas Insur- 
ance Club. Mr. Cureton helped organize 
the club and has played an active part 
in its growth. 
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A. E. Phelps, World Manager Royal 
Exchange, Succeeded by 
H. A. Walters 


A. E. Phelps, world general manager 
and secretary of Royal Exchange As- 
surance, retired December 31 after half 
a gg Rage the company. His suc- 
cessor is A. Walters. H. R. Roberts 
has aig goon an assistant general 
manager, the other executive with that 
title being S. Beresford Shaw. 

Mr. Phelps entered the service of the 
Royal Exchange at the Birmingham 
branch in 1903, subsequently becoming 
an inspector there. In 1915 he was ap- 
pointed manager of the Law Courts 
branch, and from 1923 to 1931 he was 
manager of the West End branch. In 
May, 1931, he became joint manager at 
the head office, two years later he was 
made assistant general manager, and on 
January 1, 1946, he was appointed to 
the position from which he now retires. 
Mr. Phelps is a director of various 
companies in the Royal Exchange 
group, and is chairman of the trustee 
subcommittee of the British Insurance 
Association. He is also a member of 
other committees of the BIA, as well 
as the general committee of the Insur- 
ance Orphanage, Benevolent and 
Thanksgiving Funds. 

Among other changes in British in- 
surance companies announced in Lon- 
don are the retirement of A. E. Miller 
as marine underwriter of the State As- 
surance Co. and the appointment of 
H. R. Way as his successor. J. P. 
O’Connor, who has been assistant ma- 
rine underwriter at Liverpool, became 
deputy marine underwriter of the com- 
pany on January 1. H. C. Ollig has 
been made London marine underwriter. 

R. D. Falkner, who has been Carib- 
bean area supervisor of Western Assur- 
ance and British America, has been ap- 
pointed assistant general manager of 
the companies and will have his head- 
quarters in Toronto. 

G. A. Corke of the Northern Assur- 
ance, whose title hitherto has _ been 
manager for Southern Rhodesia, will in 
future be known as manager for Cen- 
tral Africa. 

Matthews Wrightson & Co., Ltd., this 
month acquired the long-established 
business of Cooper, Hill & Hiorns, Bir- 
mingham. Walter D. Hiorns will con- 
tinue active in the business for the time 
being, and Philip R. Strong has been 
appointed to assist him. 


ok * * 
Chubb & Son 72 Years Old 


The following article giving a sum- 
marized history of Chubb & Son was 
printed in the latest edition of the Sea 
Insurance Co. of Liverpool agency pub- 
lication, “Sea Saws.” Chubb & Son are 
United States managers of the Sea In- 
surance Co. 

The firm of Chubb & Son _ was 
launched in New York City in March, 
1882, by Thomas Caldecot Chubb and 

























York in the 1860’s and became a mem- 
ber of Wreaks & Chubb, i 


Percy Chubb had entered the employ- 
ment of G. Benthram Rae, a grain mer- 


agent for the Sea. 


formed to underwrite 
insurance companies, 


Beaver Street in 
of Chubb & Son occupies six floors at 


whole of their magnificent new building 
) y Jersey, with 80,000 


supplemented by oo il claim offices 
to dh snip quick, i 
their territories. 


the development 
rem: irked able talent 
came bait the firm in 


undertook similar 
ee which had been originally 


hes the Tadeo Insurance Co., 


were able to offer 


mobile and Casualty lines 
In 1929 the scope of their op- 
erations was further broadened by joi 
ing with the Marine Office of 


eid yet wc ety in fire insurance ‘but 
withdrew from that field after the great 
San Francisco fire of 


branch of insurance he ve grown 


capacity for fire idatwiieg 9 was given 
by the formation of the Vigilant Insur- 
i a wholly-owned 
sidiary of the Federal. 


writes practically ev 1 
ance in all the 48 of the United States, 





| Heads Wisconsin Society | 





EUGENE OBERDORFER, II 





LESTER J. BRADSHAW 





This expansion from small beginnings 
has sprung out of a genuine desire to 
meet the needs of the public based on 
knowledge and _ progressive manage- 
ment. Chubb & Son were the first in 
the United States to issue a Jewelery 
policy, a Registered Mail policy, and 
one of the first to write a Burglary and 
Jeweler’s Block policy. Expansion was 
never sought; it came as the natural 
product of the principles by which the 
firm operated. In an address in 1948, 
Mr. Hendon Chubb summed up these 
principles very clearly: 

“In interpreting any contract, our 
legal liability must, of course, be con- 
sidered, but we never have been con- 
tent with just our legal liability. We 
have always judged our obligations 
first legally and secondly in the spirit 
of equity. % 

But, “history is people’—not dates 
nor a catalog of events. None of these 
accomplishments would have been pos- 
sible without the cordinated effort of 
staff and partners in recognition of the 
breadth of principle by which Chubb & 
Son operate. The young firm of 1882 
has grown into an organization of in- 
ternational reputation because’ the 
founders’ ideals of integrity and service 
have become cherished traditions. To- 
day, as then, the vitality of Chubb & 
Son springs from the character and 
initiative of each employe, and the firm 
and the companies they manage look 
confidently forward to the future. 

(Editor’s note: The current Percy 
Chubb is the son of Hendon Chubb.) 


tae 


Eugene Oberdorfer II 


Eugene Oberdorfer, II, son of Donald 
Oberdorfer, vice president of the Ober- 
dorfer Insurance Agency, Inc., Atlanta, 
is now with that agency as account ex- 
ecutive and manager of the accident 
and health and life department. He is 
grandson of the late Eugene Oberdor- 
fer who founded the agency and who 
for 50 years was Southern manager of 
Fidelity & Casualty. 

Eugene I], recently graduated from 
University of North Carolina where he 
majored in property and casualty insur- 
ance in School of Business Administra- 
tion and was a member of the Order of 
the Golden Fleece, the college’s highest 
honorary organization. Also, he was a 
Phi Beta Kappa. He was chosen by the 
faculty as the recipient of the Algernon 
Sydney Sullivan award, presented to the 
member of each graduating class “who 
has best demonstrated an attitude of un- 
selfish interest in his fellows.” He was 
also president of his fraternity. His 


wife was Saralyn Sue Bonowitz of 
Chattanooga, Tenn. 


* * * 


Lester J. Bradshaw 

Lester J. Bradshaw, associate sales 
manager of the New York office of 
Ter Bush & Powell, Inc., Schenectady, 
N. Y., has been elected president of 
the Wisconsin Society of New York. He 
is also president of Hendermann Bros 
Hardware Co. and a director of Wey- 
miller Apartment Houses, Inc., and H. & 
H. Realty Co. He served as chairman 
of the New York Wisconsin Society’s 
committee to aid in the transfer of the 
Boston Braves bas eball team to Mil- 
waukee. In that city he was manager 
of the Fidelity & Casualty Co., a mem- 
ber of the faculty of Marquette Uni- 
versity and sponsor of the Dale Car- 
negie Institute for Wisconsin. 

‘In 1944 Mr. Bradshaw received the 
Navy “E” award for his work in train- 
ing personnel at the Great Lakes Train- 
ing Station and also got a citation from 
the Treasury Department for training 
speakers and salesmen for the War 
Bond drives. He has made frequent 
appearances before civic and _ business 
groups. In White Plains, N. Y., where 
he now has his residence, he gives every 
Saturday morning to instructing the Boy 
Scouts in public speaking. 


* * * 


The Late John J. Hart of Travelers 

The many friends of John J. Hart, 
secretary, compensation and __ liability 
department of the Travelers and as- 
sistant secretary, Travelers Indemnity, 
Travelers Fire and Charter Oak Fire, 
are saddened by his untimely death on 
January 4. An able executive, outstand- 
ing authority in the automobile insur- 
ance field, Mr. Hart will also be remem- 
bered for his buoyant personality, 
cheerfulness and _ friendship making 
ability. 

His first Travelers job came on Janu- 
ary 8, 1912, as a messenger for the late 
John Lunger, then vice president. If 
he had lived he would have completed 
42 years of service with the organiza- 
tion on Friday, January 8 Making 
steady advancement, he served as an 
underwriter, then took charge of the 
rating division of the home office work- 
men’s compensation department. In 
1922 he was appointed assistant super- 
intendent of the automobile insurance 
division, and was named its superin- 
tendent in 1937. Three years later he 
was promoted to assistant secretary, 
compensation and liability department, 


(Continued on Page 32) 
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Tom Braniff Killed 
In Airplane Crash 


AVIATION, INSURANCE LEADER 


53 Years in Insurance as Producer and 
Company Head; President Braniff 
Airways Since 1928 





Thomas Elmer Braniff, president of 
Braniff International 


Braniff Co. insurance 


Airways and head 
of the large T. E 
general agency in Texas, was among 12 
persons killed last Saturday night near 
Shreveport, La., when the private am- 
phibious plane bringing them there after 
a duck hunting trip 
shores of Lake Wallace during a driv- 
The Braniff 


crashed on the 


ing snow and sleet storm. 
airline has flown close to three billion 
passenger miles without a single fatal- 
ity. Its president was an outstanding 
figure in Southwest business circles and 

dynamic personality. 

Mr. Braniff, 
was beset by 
Thurman, was killed in a pri- 


who was 70 years old, 
personal tragedies. His 
only son, 
vate plane crash in 1938 at the age of 
20 and his only daughter, Jeanne, died 
in childbirth in 1948. Her husband, Dr. 
Alex Terrell, a close friend ot the 
tranifts, died in 1949, 
Aviation Man of Year 


While Mr. 
year by the 
the “aviation man of the year” 
founder, president and board chair- 
man of Braniff International Airways, 
formed in 1928 to carry oilmen between 
Oklahoma City and Tulsa, Okla., it was 
in insurance that Mr. Braniff acquired 
his early wealth. In 1923 he built the 
Braniff Building in Oklahoma City, one 
of the city’s earliest skyscrapers. 

Born December 6, 1883, at Salina, 
Kan., Mr. Braniff was educated at pub- 
lic schools in Kansas City, Mo., he en- 
tered insurance in February, 1901. He 
served as president of the National As- 
sociation of Casualty and Surety Agents 
from 1922 to 1924 and was reelected 
president a decade later. He was also 
active in the National Association of 
Insurance Agents. In 1951 he observed 
his 50th year in insurance. 

In addition to his agency work in 
Oklahoma City and Dallas Mr. Braniff 
founded in 1928 the Prudential Fire of 
Oklahoma City. Its operations were 
guided by the T. E. Braniff Co. of 
Oklahoma. In 1951 controlling interest 
ot the Prudential Fire was acquired by 
the Kansas City Fire & Marine and at 
the close of 1952 the Prudential ceased 
to write business. Mr. Braniff became 
a director of the Kansas City F. & M. 
and was on the board at the time of 
his death. In 1950 the Prudential wrote 
over $800,000 in net premiums in Okla- 
homa and Texas. At that time Morton 
T. Jones, president of the Kansas City 
company, said: 

“The principal reason Mr. Braniff had 
for divorcing himself of his Prudential 
interests was because of the tremendous 
pressure imposed upon his time and 
efforts in the operation of Braniff In- 
ternational Airways. With its head- 
quarters in Dallas, and routes extend- 
ing from Chicago, Denver and Mem- 
phis, through ra Southwest to Miami 
and through eight Latin American coun- 
tries to Rio and Buenos Aires, Mr. 
Braniff felt it was impractical for him 
to devote the necessary attention to his 
insurance interests. As one of the orig- 
inal incorporators of the Kansas City 


Braniff was honored last 
University of Denver as 
and was 





THOMAS E. 


and a valu 


directors since Our company was organ- 
ized in 1929, we have long maintained a 
association with the 


close 
When the 


was made 


mutually advantageous to both compa- 
nies for the 
acquire the Braniff interests. 


Braniff Agency in Dallas 


Leslie A. 


T.. &.. Br 


stated to t 


“In July, 
here in Dallas and this local agency was 
established. 
mium volume 


torily and 
among 
volume. T 
time the k 
prominent 
handling a 
ing risks 

several of 


tion, much 


ness is be 


(Ce 


Dallas local agencies in dollar 


as well as the protection on cial risk department, and 


Royal-Liverpool Group 
Promotions Announced 


SPIEGELBERG BROKERAGE MGR. 





Greene Manager Brooklyn Office; Cad- 
man Underwriting Megr.; Messina, 
Roberts Assts.; Henn Advanced 





The Royal-Liverpool Insurance Group 
has appointed William T. Spiegelberg 
manager of the brokerage, general cover 
and special service departments at the 
home office in New York. Succeeding 
Mr. Spiegelberg as manager of the 
Brooklyn office is William J. Greene. 

Mr. Spiegelberg began his career with 
the group in the fire underwriting de- 
partment in 1925 and later spent several 
years as a field representative before 
his appointment as Brooklyn office 
manager. 

Mr. Greene joined the group in 1923 
in automobile underwriting. He succes- 
sively handled various underwriting po- 
sitions of increasing responsibility in the 
group’s fire and casualty operi ations, un- 
til in 1951 he was appointed supervising 
casualty underwriter for the entire 
eastern territory. 


Cadman Underwriting Manager 


The Royal-Liverpool Group has made 
also the following promotions: 

Philip B. Cadman has been appointed 
underwriting manager, assuming the 
duties of the late John Roy. Mr. Cad- 
man has been with the group since 
1928 and for two years has been assis- 
tant underwriting manager. 

Joseph Messina has been named as- 
sistant underwriting manager succeed- 
ing Mr. Cadman. Mr. Messina joined 
the group in 1929 and most recently has 
been regional underwriter for New 
York State. 

John Kenneth Roberts has been pro- 
moted to assistant underwriting mana- 
& M. to” ger succeeding the late Rockwood A. 
Kuelzow. Mr. Roberts has been with 
the group since 1925 and for several 
years has been regional underwriter for 
Texas and Puerto Rico. 


BRANIFF 


ied member of our board of 


Prudential. 
decision to dispose of control 
by Mr. Braniff, it appeared 


Kansas City F. 


manager of the 
Dallas, in 1951 


Partridge, 
aniff Co. at 
his paper: 
1949, | 


Henn and Biersack 


joined Mr. Braniff The metropolitan and suburban fire 
underwriting departments and the met- 
ropolitan production department have 
been placed under the administrative 
supervision of Assistant Manager E. F. 
Henn. He joined the group in 1927 and 
his growth continues and in in 1952 was transferred from Tennessee 
cal agency will assume more to the metropolitan territory. 
proportions. The agency is Kenneth D. Biersack has veen pro- 
large number of manufactur-  moted to assistant manager of the spe- 
Edward. T. 
the foremost airlines. In addi- Grant to assistant manager of the pay- 
industrial aid aviation busi- roll audit department. 

ing written and a great deal Mr. Biersack, since joining the com- 


From its inception the pre- 
increased very satisfac- 
today this agency ranks high 
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Character, a wise man once noted, is what you 
are—reputation is what others say you are. We value 
our reputation—but never overestimate it. We prize 
our character—and constantly try to improve it. This, 
we believe, is our greatest guarantee of continuing 
service to our agents, to the industry 
and to our assureds, 


THE LONDON ASSURANCE 
1720 
99 John Street, 





RATTELMAN ON OUTLOOK 


National Union President Sees 1954 
Premiums Holding; Cites Increases 
of Own Company 
The 1953 fire premium volume should 
be maintained during 1954, providing 
general economic conditions remain 
fairly stable, according to W. A. Rattel- 
man, president of the National Union 
Fire of Pittsburgh. He says that pre- 
liminary estimates of results of stock 
fire insurance companies for 1953  in- 
dicate premium income will be slightly 
less than 1952. But losses are expected 

to be 15% higher. 

He said that “current conditions may 
be considered normal in contrast with 
steadily increasing values over the pre- 
vious ten years due to the upward 
spiral in costs of material and labor. 
It is expected that the percentage of 
losses for 1953 will be approximately 
15% higher than in 1952. The compa- 
nies were called upon to contribute to 
several exceptionally large fire 
as well as 15 windstorms of catastrophic 
proportions.” 

During the past ten years, Mr. Rat- 
telman said total admitted consolidated 
assets of the National Union Fire have 
increased about 24times, and premiums 
written and earned have tripled. Dur- 
ing the same period policyholders’ sur- 
plus has doubled, he said. 


losses 


WOULD LIMIT MORTGAGEES 


Bill in Albany to Restrict Right of 
Mortgagees to Retain Proceeds of 
Fire Insurance Policies 
Senator Williamson has introduced a 
bill, Intro. 27, in the New York State 
legislature amending Section 254 Real 
Property Law to restrict rights of mort- 
gagees to retain proceeds of fire insur- 


ance policies on mortgaged premises 
in case mortgagors repair or rebuild 


buildings to the condition prior to dam- 
age within three years and submit proof 
of reasonable or total costs and value 
of work done by mortgagors. This bill 
was referred to the judiciary committee. 

This bill was introduced as the result 
of many complaints in past vears that 
mortgagees have taken insurance pay- 
ments, to which they are legally entitled, 
and used them to reduce outstanding 
mortgage debts instead of using the 
money to effect repairs. This has left 
property owners, who were insured but 
received none, or little, of the insurance 
loss payment, with the problem of pay- 
ing for repairs out of their own funds. 


Honor Harold C. Conick 
At Dinner in New York 


Several hundred representatives from 
all divisions of the insurance business 
in New York City honored Harold C. 
Conick, retired general attorney of the 
Royal-Liverpool Insurance Group at a 
dinner at the Hotel Commodore last 
night. This affair was sponsored by his 
friends in recognition of Mr. Conick’s 
many important contributions to insur- 
ance during his years of active participa- 
tion in the business. A complete story 
of the dinner will be published in next 
week’s issue. 


AEC $50 Deductible Is 
Now Optional in Ohio 


The additional extended coverage $50 
deductible has been made optional by 
the Ohio Inspection Bureau. Generally 
this deductible is compulsory and such 
applies in Eastern states. With this 
change in Ohio the AEC may be writ- 
ten there at 8 cents a $100 of coverage, 
or at 4 cents with the deductible apply- 
ing. However, over 40 companies in 
Ohio were writing the no deductible at 
a deviation rate of 6 cents which devia- 
tions have now been canceled by the 
Ohio Insurance Department. 

In the Eastern field a few companies 
are writing A.E.C. at six cents for full 
coverage, as deviations, in a couple of 
states. 
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NAIC Meeting Here 
To Study Reinsurance 


WILL START ON JANUARY 25 
Commissioners and Industry to Consider 
Merits of Present Exclusion of 
Lloyd’s From Rules 


An important meeting of the National 
Association of Insurance Commission- 
ers’ subcommittee to study the question 
of reinsurance will be held January 25 
at the board rooms of the National 
Board of Fire Underwriters, 85 John 
Street, New York, the NAIC assistant 
secretary's office has announced. 

Sessions will get under way at 10 
a.m., and continue throughout the week 
if necessary. Artemas C. Leslie, Penn- 
sylvania Commissioner, is committee 
chairman and will be in charge of the 
meetings. Other Commissioners on the 
NAIC subcommittee are Paul A. Ham- 
mel, Nevada, and George A. Bisson, 
Rhode Island. All interested parties are 
encouraged to attend and express their 
views at this meeting, according to Mr. 
Leslie. 

“All of the members of this subcom- 
mittee,” he said, “regard this meeting as 
very important as far as the industry is 
concerned. We are hopeful it will be 
well attended.” 


Subjects To Be Discussed 


In accordance with the December 1, 
1953, report of the subcommittee, two 
subjects are to be discussed. These 
are: 

1—“. . . to consider the merits of the 
present exclusion of Lloyd’s, London, 
from the rule applicable to all other 
alien reinsurers with respect to credit 
for reinsurance,” 

—' to consider upon what con- 
ditions, if any, an alien reinsurer shall 
be considered subject to sufficient fi- 
nancial and regulatory requirements so 
that an admitted or domestic ceding in- 
surer may be given credit in its finan- 
cial statement for cessions to such alien 
reinsurers.” 

Industry sources say the question of 
capacity is basic to the resolution of 
these issues. In previous years denial 
to domestic insurers of the right to re- 





TO HONOR BLUE GOOSE LEADER 
Most Loyal Grand Gander Martin To 
Be Guest at Dinner Meeting in 
New York City January 27 
New York City Pond of Blue Goose 
will honor Most Loyal Grand Gander 
John Henry Martin, head of the order 
internationally, at a dinner meeting, 
Wednesday, January 27, at the Drug & 
Chemical Club. Most Loyal Gander 
Floyd C. Pickett of the New York Pond 
will preside and the Garden State Pond 
of New Jersey will be represented by a 
large delegation headed by Most Loyal 

Gander George P. Albiez. 

Mr. Martin, who is located in San 
Francisco, will be the principal speaker 
of the evening. It is expected that past 
most loyal ganders of New York City 
Pond will that evening receive certifi- 
cates recognizing their tenure of office 
as heads of the pond 

The fellowship hour 
p.m. with dinner scheduled for 6:30 
o’clock. Reservations may be made 
through Wielder W. M. Whitesell, Jr., 


starts “at 5-30 


General Adjustment Bureau, 99 John 
St. 

Officers of the New York City and 
Garden State Ponds will be hosts 


a luncheon for 
Martin at 


earlier the same day at 
Most Loyal Grand Gander 
the Drug & Chemical Club. 


ROCHESTER INCORPORATION 

Lester P. Slade and Martin L. Suter 
announce incorporation of the firm of 
Slade & Suter Co., Inc., succeeding Les- 
ter P. Slade, realtor. Mr. Slade has 
been in the insurance and real estate 
business in Rochester, N. Y., since 1919. 


insure in Lloyd’s would have curtailed 
capacity at that time, it was said. To- 
day, with the nation’s economy either 
on a plateau or declining moderately, 
the need for alien reinsurance markets 
may have disappeared, in which event, 
it was stated, less damage would be in- 
flicted on domestic insurers by rescind- 
ing the current exclusion of Lloyd’s 
from the NAIC requirements. 

The present date beyond which the 
Lloyd exclusion terminates is December 
31, 1954, applicable to reinsurance con- 
tracts effected prior to July 1, 1953. 


Connelly Instructor for 
Fire Insurance Rate Class 


Pierce J. Connelly, fire insurance rat- 
ing expert from Johnson & Higgins, in 
New York, will again be instructor of 
the fire insurance rating class of the 
School of Insurance of the Insurance 
Society of New York, Dean Arthur C. 
Goerlich announces. This course is 
given only in the spring semester. 

The course is designed to give the 
student a knowledge of nationwide rat- 
ing methods with emphasis on New 
York City and suburban division terri- 
tories. The rating rules books and 
schedules are studied and both mini- 
mum and specific fire rates are applied 
to buildings, contents, and other prop- 
erties. Improvements in construction 
and added protection to reduce rates 
are considered. At each class session, 
one of the students presents his outline 
of a pre-assigned rating schedule. The 
class work includes a study of class ad- 
justments, sprinkler leakage rates, ex- 
tended coverage endorsemennt No. 4 
rates, broad form multiple loca- 
tion lines and National Board classifica- 
tions. 

February 5th is the final date of regis- 
tration. 


risks, 


a 


Investment Co. Formed to 


Sell ICT Group Securities 


American Family Investment Corp., a 
company which will sell securities to 
the working man, has been formed by 
Nile Ball, formerly vice president of 
Insurance Co. of Texas and Jack Cage 
& Co., its manager. Mr. Ball is presi- 
dent of the new corporation which will 
specialize in ICT Group securities, with 
emphasis on ICT Discount Corp. stock. 

Jack Cage & Co. no longer will han- 
dle the sale of ICT Group securities. 

“The era when large _ institutional 
buyers dominate the securities market 
is slowly passing from the scene and 
the day of the small investor is coming 
nearer,’ Mr. Ball said. “We expect to 
be ahead of the trend in making more 
and more stocks available to the work- 
ing man. The Insurance Co. of Texas 
has pioneered in offering stock to the 
working people in Texas.” 

Securities in selected companies will 
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MASS. ON FIRE TERM RULE 
Commission Hints That Discounts 
Should Be Modified as Not Based 
on Statistical Data 
Hints that the fire insurance and 
other term rules should be modified 
are contained in the report of the 
Massachusetts Recess Commission on 
Insurance, which has been submitted to 
the 1954 legislature. While taking no 


definite stand the commission states 
that since nearly 1700 “there has been 
little, any, Statistical support for the 
term da as 


“It is obvious that the insurance com- 
pany and its agent save some expense 
by issuing one policy instead of five. 
It is also clear that the insurance com- 
pany enjoys an interest return on the 
invested unearned premium reserve. 
But how much discount do these sav- 
ings and these interest earnings jus- 
tify?” the report asks. 

"Cndemeditien seems to have set the 
amount of the term discounts. Likewise 
competition, or the lack of it, seems to 
have determined which classes of risks 
should be eligible for term policies and 
consequent savings in insurance costs. 

“Contents of buildings protected by 
automatic sprinklers are eligible for 
term discounts in some instances, while 
similar goods in po Ra He buildings 
are not. In the case of buildings, fire 
protection may Sinauiiiins whether or 
not term policies may be written at dis 
counts from the annual premiums. Yet 
the rates on which the premiums are 
based are presumably set to reflect the 
particular hazard of the risk, whether 
it is insured for one year or for five 

“In general, the term privilege ap- 
pears to have been extended to classes 
of risks which underwriters are eager 
to insure because they have been profit- 
able, and the discounts have been denied 
to classes which have been unprofitable. 
It may even be argued that the term 
discounts have been made possible by 
lower loss payments, rather than by 
savings in expenses or by interest earn- 
ings on prepaid premium reserves.” 


be offered by the American Family In- 
vestment Corp. on a time-payment plan. 
Stocks may be purchased for as little 


as 10% down, with 18 months to pay 
the balance. The company will have 
branch offices in 17 Texas cities, with 


178 securities through- 
out the state. 

A majority of stock in the ICT Group 
is owned by Texas union members and 
union locals. The ICT Group has pros- 
pered on the principle that “people pre- 
fer to do business with themselves 


representatives 


NATIONAL GROUP CHANGES 
Owen General Adjuster at Chicago, Mac- 
Lean Supt. of Loss Dept., and Shaf 
Office Manager 

E. H. Forkel, vice president of the 
National of Hartford Group, announces 
the following appointments in the West- 
ern department: Superintendent 
W. Russell Owen as general adjuster; 
Office Manager Jolin MacLean as super- 
intendent of the loss department, and 
Bernard J. Shaf as office manager. 

Mr. Owen has been with the Hartford 
Group since 1919. He traveled as a field- 
man for five years, and in 1926 was 
made chief examiner in charge of the 
Illinois - Wisconsin underwriting depart- 
ment in Chicago. He was promoted to 
loss superintendent in December, 1945. 

Mr. MacLean joined the National of 
Hartford Group in 1925 as a farm ex- 
traveled 


Loss 


uniner. From 1929 to 1948 he 
in Indiana and Michigan as a_ special 
agent and in Kansas as state agent. In 


1948 he was appointed assistant superin- 
tendent of the farm department and in 
January, 1951, was_made eT 
of farm and hail. He was appointed « 
fice manager in June, 1951. 

Mr. Shaf has had six years’ accounting 
and personnel experience with W. A. 
Alexander and Company of Chicago. He 
also had extensive public relations and 
personnel experience while connected 
with Fourner Institute of Technology 
and Lemont Twp. High School. 
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Challenge Of Good Management 


Agents Should Arrange Operations So They Have Time 
Enough to See, Sell and Service Their Clients; Intelli- 
gent Management Boosts Agency Profits 


By W. S. CHANDLER 
Secretary, Phoenix-Connecticut Group 
W. S. Chandler, secretary of the Phoenix-Connecticut Group of Insur- 
ance Coctiaras at Hartford and an authority on agency management, 
addressed the Insurance Board of Cleveland. at Cleveland, Ohio, on Januar y 


12 on how 


of these agents have 
for counsel is not only among the 
agencies as well. Mr. Chandler’s 


Are you satisfied that manage- 


producing the 


your 
ment is maximum net 
profit? Since profits are the only yard- 
stick you have to measure the capabil- 
management, it is a chal- 
realize that 
25% or 


ity of your 


lenging situation to some 


make as much as more 


than others writing 


agents 
net profit the same 
classes and 
Why is 
answer lies 
ability to 


volume, handling similar 


located in the same size towns. 


this so? The most logical 
in good management 
instill in all its personnel a keen inter- 


profit 


and its 


est in profit creation and con- 


servation. 
Principles of Good Management 
intelli- 


Good means the 


application of the 


management 
gent following basic 
principles : 

The guarantee of more profit mileage 
dollars by in- 
out- 

= 


out of your commission 


creased efficiency, increased work 


put and reduction of operating expenses 
wherever possible. 
sales 


Creation of a_ well-organized 


control and customer account analysis 


program which will enable you to pro- 
without in- 


duce more new _ business 
creasing sales expense. 

The first step in the application of 
these principles is the making of a de- 


tailed analysis of item of agency 
This will enable 
uate the dividends from each expendi- 
ture and make comparisons with agen- 
cies of similar size and national aver- 
ages. 

The next step is the inauguration of 
an  unprejudiced analysis program 
whereby you view with a jaundiced eye 
every phi ise of agency operations which 
has failed to function at top efficiency, 
including your own. This will be no 
easy task. It is a sizable job, compli- 
cated by the possibility that you, having 
personally set up the organization, are 
too close to it to see the flaws. 

There are many ways in which profits 
coming in the front door can go out 
the back door, simply as a result of 
doing things in an old-fashioned man- 
ner. The older we become, the less 
amenable we are to change but in this 
jet-propelled age of high costs and keen 
competition, no agent can afford the 


every 


expense. you to eval- 


luxury of a horse and buggy system. 
Office Equipment 
Few agents seem to realize that one 


of the greatest business revolutions of 
all times is now underway in the office 
equipment field. Hardly a day goes by 
but someone, somewhere, comes up with 
a new method—a new system—a new 
process—or a new appliance that might 
get rid of lost motion and duplication 
of effort. Therefore it is essential for 
you or someone in your organization to 
be constantly alert to the advent of all 
labor-saving ideas and devices. The 
satisfying thing about new office me- 
chanical equipment, aside from reducing 
the need for additional personnel, is 


1 to improve agency management. 

surveys made by the field. force of this group, 
adopted suggestions made by the company. 
new agenc ie. 
s suggestions are pick nted in part herewith: 


With more than 2,000 agency 
Mr. Chandler said that 85% 
The need 


s but by older, established 


that once paid for it doesn’t have to 
receive a salary every week. 

One ray of sunshine for future cost 
reduction lies in the growing “multi- 
peril underwriting” trend which will en- 
able agents to sell more and more pack- 
age policies. Package policies will re- 
duce the time-consuming detail work as 
well as the hz andling costs involved in 
the sale and service of small premium 
lines. The time thus salvaged may then 
be devoted to the all-important job of 
servicing your clients and being a mer- 
chant of security with resultant expan- 
sion of profits. 


Sound Collection System 


includes establish- 
collection system 


Good management 
ment of a _ sound 
which, to be successful, must become a 
fixed agency policy, mandatory in all of 
its ramifications. Here are a_ few 
thought-provoking questions on _ the 
subject of collections— 

Are your clients using 
without paying rent for it? 

Have you ever calculated the net cost 
in both time and money of collecting 
your receivables ? 

Is there any duplication of effort in 
your collection procedure? 

Are your. receivables consistently 
kept on a 45-day or less basis? 

Do you believe that you can make 
any profit out of chronic, slow-pay ac- 
counts? The best collection system in- 
corporates these factors: 


your capital 


1) A definite understanding with the 
customer regarding time of payment: 
whether it be when order is taken, or 
when policy is delivered or mailed. 

2) An established deadline for pay- 
ment: whether it be 45 days, or part 
payment in 30 days and full payment in 
60-90 days. 

3) A fixed time allowance before can- 


cellation. 

4) Financing of larger premiums 
where necessary. 

The system of “You can pay me 


when you get around to it,” is the poor- 
est one I know. “If he doesn’t pay, he 
doesn’t stay” is becoming the motto of 
the successful agent. It is a mistake 
to compete with other agents in the 
extension of credit. Compete on firm 
ground; namely, dependable insurance 
service for cash or a “limited extension 
of credit.” 


Selective Selling 


It is an undeniable fact that some ac- 
counts cost more than they contribute. 
This necessitates increasing the income 
from these accounts or, unless there is 
some other impelling consideration in- 
volved, dropping them from the books. 
Premium income can be obtained more 
easily and at less cost through selective 
selling and prospecting. 

The method that seems to best ac- 
complish the twin objectives of proper 
coverage for each client and increased 
premiums for the agency is the main- 
tenance of a combination of customer 
account analysis and a written sales 
control record. With the information 
from these combined sources at hand, a 
review of clients’ insurance needs, prior 
to renewal date, will simplify sales ef- 
fort and reduce sales cost. One call 
should then suffice to obtain renewal 
and sell additional coverages needed. 

This procedure not only provides a 
high level of service to the customer 
but, by eliminating the use of the 
“memory system,” automatically reduces 
the possibility of losing a good account 
due to an uninsured loss—a poor adver- 
tisemnent for our business. 

We have developed a rather interest- 
ing outline of this combination system 
in a graphic diagram form which, to- 
gether with samples of sales control 
cards, is available for the asking. 


Sales Control Record 


In my opinion it is just as important 
for an agency to keep a record of their 
customers’ insurance needs as it is to 
record insurance provided. The sales 
control record will serve to provide, 
among other things, a record of insur- 
ance needed and recommended but not 
purchased. In other words, you have a 
“decision list” of the assured’s desires 
which, in event of an uninsured loss, 
proves very valuable. Those of you who 
have been on the “receiving end of a 
client’s criticism in such cases know 
exactly what I mean. 

An under-insured loss can be as seri- 
ous as an uninsured loss. This prompts 
me to say that the thousands of total 
losses resulting from the devastating 
tornadoes of the past year have created 
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a basic change in many assureds’ think- 
ing anent the amounts of windstorm in- 
surance required for adequate protec- 


tion. This applies especially to dwell- 
ings. 
Partnership Agreement 
It is essential that all partnership 


agreements be expertly drawn and care- 
fully worded. Good management de- 
mands a_ periodic examination of all 
partnership agreements to insure their 
being kept abreast of changing circum- 
stances. 

How long has it been since you care- 
fully inspected the provisions of your 
agreement? Does the “buy and sell” 
provision track with the latest tax rul- 
ings? Is this provision worded so as 
to indicate an intended “purchase” or 
“sale” in event of death of a partner? 
If so it should be re-examined and re- 
worded to eliminate any implication of 
intended sale or purchase in order to 
avoid possible tax consequences. 

Does your agreement contain a work- 


able total and permanent disability 
clause ? 
I have found that many agents do 


not realize the tremendous importance 
of having a properly-worded disability 
clause in their partnership agreement. 
They are seemingly content to rely 
solely on the customary three or six 
months’ “written notice of dissolution” 
provision. 

One would have to be a rank optimist 
to think that such a provision will solve 
the problem of total permanent disabil- 
ity. For instance, just imagine that your 
partner were to become permanently 
disabled, either as a result of an acci- 
dent or heart attack. What would you 
do—give him (and his wife and chil- 
dren) three months’ notice? Of course 
not—but on the other hand, just how 
long would you be content to carry the 
double work load for only one half of 
the pay? This is a vital matter. Wis- 
dom and sound judgment dictate mak- 
ing arrangements in advance for all 
possible contingencies. 


Adequate Reserve for Emergencies 


Good management means the accu- 
mulation of an adequate reserve fund 
for emergencies. There are, of course, 
certain basic reasons for establishing a 
reserve—namely, unearned commissions 
on large risks, bad debts, taxes, sudden 
depreciation of agency assets and a pos- 
sible downward trend in the national 
economy. Consideration should also be 
given to the effect on the financial sta- 
bility of your agency in the event of 
your enforced absence from its super- 
vision, due to accident or prolonged ill- 
nESS. 

How many agents would you say 
had set up a reserve for these basic 
contingencies? We conducted a nation- 
wide survey of three thousand agents 
last year and uncovered the startling 
fact that only six agents out of one 
hundred had done so. 

What, in your opinion, constitutes an 
adequate reserve? I receive a different 
estimate every time I ask this question. 
Some agents tell me that the equivalent 
of three months’ commission is ade- 
quate. Some say six months—on the 
other hand, the more _ conservative 
agents tell me that the equivalent of 
12 months’ commissions is a fairly safe 
margin. 


Competition of Direct Writers 


If you really enjoy the confidence of 
your customers, the direct writers will 
have tough sledding taking your busi- 
ness. On the other hand, if you lose 
this confidence by the cavalier treat- 
ment accorded clients through the au- 
tomatic issuance and mailing of re- 
newals with rare personal contact (ex- 
cept with larger accounts), you have 
only yourself to blame. 

In my discussions, I have found that 
more than 75% use the “prayerful plan” 
of automatic issuance of renewals and 
then pray that the policies will stick. 
As a practical matter, this system has 
worked fairly well insofar as the re- 
tention of policies is concerned, but 


(Continued on Page 26) 
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Three Are Promoted by 
Royal-Liverpool Group 


ALDERMAN, BRUMBAUGH SEC’YS 





Have Been Agency Secretaries at San 
Francisco; Bunyan Agency Secre- 
tary in Pacific Department 





The Royal-Liverpool Insurance Group 
announces that Raymond E. Alderman 
and Richard D. Brumbaugh, agency 
secretaries in the Pacific department, 
San Francisco, have been appointed 
secretaries of the companies in the 
group. George H. Bunyan has_ been 
promoted from assistant agency secre- 
tary to agency secretary in the Pacific 
department. 

Mr. Alderman graduated from the 
California Institute of Technology, Pas- 
adena, in 1925, and was with the Board 
of Fire Underwriters of the Pacific in 
Los Angeles for nine years. He joined 
the Royal-Liverpool Group in Los An- 
geles in June, 1936, as an improved risk 
engineer, and in December, 1939, was 
promoted to special agent in the Los 
Angeles area. On October 1, 1943, he 
was transferred to the San Francisco 
office as agency superintendent. 


Brumbaugh and Bunyan 


joined the casualty 
companies of the Royal-Liverpool In- 
surance Group in January, 1931, in Los 
Angeles, serving in various positions in 
the engineering and inspection depart- 
ment and as a special agent in the Los 
Angeles area. In 1942 he was _ trans- 
ferred to Grand Rapids, Mich., as man- 
ager of the Eagle and Royal Indemnity 
Companies and established a branch 
office in that city. 

In 1943 he was transferred to the New 
York office as assistant production man- 
ager and later production manager, and 
in 1947 was promoted to an executive 
position for the group’s three casualty 
companies. He was chosen as agency 
secretary for the Pacific department on 
April 1, 1948, to assist in the coordina- 
tion program in the consolidation of the 
fire and casualty operations and has 
served in that capacity to the present 
time. During 1953 Mr. Brumbaugh at- 
tended the advanced management pro- 
gram at Harvard University. 

Mr. Bunyan graduated from Wes- 
leyan University, Middletown, Conn., in 
June, 1934, and began his employment 
with the Royal-Liverpool Insurance 
Group at San Francisco in August, 1934. 
In September, 1937, he was transferred 
to the Los Angeles office as inland ma- 
rine special representative. In August, 
1943, he returned to San Francisco as 
assistant superintendent in the inland 
marine department, and in May, 1944, 
was made superintendent of the marine 
and inland marine departments, later 
becoming manager of those departments. 


Mr. Brumbaugh 


Home Names Special Agents 
J. C. Crabtree has been appointed 
special agent for the Home Insurance 
Co. in its Dallas, Texas, office. Mr. 
Crabtree will serve in Dallas under the 
direct supervision of Assistant Vice 
President Warren P. Gravely. 

The company also announces appoint- 
ment of Thomas B. Grasberger as a 
special agent in its Richmond, Va., 
office, where he will serve under the 
— of Manager Hunter M. Gib- 
ONS. 


AETNA NAMES McKINLEY 

Appointment of Special Agent James 
C. McKinley to be associated with State 
Agent George K. Simpson at Lansing, 
Mich., for the Aetna Insurance Group 
is announced. A native of Portland, 
Ind. Mr. McKinley is a graduate of 
Indiana University’s Insurance School 
and of the Aetna’s multiple line training 
school in Hartford. He had spent nearly 
two years in the Colorado and Wyo- 
ming territory. 


ROBERT C. ANGUS DIES 





Assistant United States Manager of 
Northern Assurance Group Was 
Specialist in Accounting 


Robert C. Angus, assistant United 
States manager of the Northern As- 
surance Group, died January 5, after a 
long illness. He was 59 years old and 
had been associated with the company 
in New York October 6, 1917. 
Mr. Angus was born in this city on Au- 
gust 13, 1894. 

In 1924 Mr. 


since 


Angus became chief ac- 


countant of the Northern Assurance 
and in 1936 was appointed secretary 
and treasurer of the Northern and 
London and Scottish. On January 1, 
1951, he was advanced to assistant 
United States manager of the Northern 
Group. 

Mr. Angus attended the New York 
Institute of Accounting and became a 
student of that work as applied to in- 
surance. He had made a close study of 
tabulating and other mechanical office 
equipment and in so doing had won 
the recognition of fire insurance ac- 
countants as an authority on the appli- 
cation of such equipment to fire insur- 


Angus had taken a 
growth of the 
Association and 


ance work. Mr. 
prominent part in the 
Insurance Accountants’ 
was its president in 1944 and 1935. He 
served the Insurance Society of New 
York for two years as lecturer and was 
chairman of the committee which plan- 
ned and supervised the first course in 
fire insurance. 


ARTHUR D. CHAPIN DIES 

Arthur David Chapin, 60, owner of 
the Arthur D. Chapin Insurance Agency 
in Union City, Pa., died December 30, 
after a lingering illness. His wife, two 
sisters and a brother survive. 
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UNITED STATES FIRE INSURANCE CO 
THE NORTH RIVER INSURANCE CO 
WESTCHESTER FIRE INSURANCE CO 


FREEPORT iLL PACIF OEPT 


110 WILLIAM STREET . 


WESTERN DEPT 





AN FRANCISC( OUTHERN DEPT 





An imposing record 


The Agents of these Companies share with us pride in the fact that five of the 
Companies under Crum & Forster management are now in their second century. 


THE NORTH RIVER INSURANCE CO. ....... 
UNITED STATES FIRE INSURANCE CO... ..... 
THE BRITISH AMERICA ASSURANCE CO... ... 
WESTCHESTER FIRE INSURANCE CO... ... 

THE WESTERN ASSURANCE COMPANY. ...... 


OLD COMPANIES LIKE OLD FRIENDS WEAR WELL .. . Over a collective period of 
six centuries, these Companies have survived the trials of peace and war, prosperity 
and depression, inflation and deflation—and have profited by the experience. They 
have kept faith with Agents and Policyholders, 
reposed in them. They are old in years but young in spirit and they have kept abreast 
of changing times and conditions, always adhering to sound underwriting principles. 
With each passing year, we have an increasing appreciation of the contribution which 
our Agents have made to the good name and reputation of the Companies. 


MANAGER 


Organized 1824 
Organized 1822 
Organized 1837 


ATLANIA ALLEGHENY DEPT 





Organized 1822 . 
Organized 1824 . . . 
. Incorporated 1833 
Organized 1837 
Incorporated 1851 . . . 


mindful of the trust and confidence 


NEW YORK 38, 
THE WESTERN ASSURANCE CO. U.S. Branch . 


SOUTHERN FIRE INSURANCE CO., Durham, N.C 
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130 Years 
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103 Years 
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(RUM & FORSTER 


NEW YORK 


Incorporated 1851 
THE BRITISH AMERICA ASSURANCE CO.. U.S. Branch Incorporated 1833 


. Incorporated 1923 
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BACKS VOLUNTARY PLAN 


Greater New York Brokers’ Assn. De- 
fends New Auto Proposal; Gives 
Objections to Compulsory 
The Greater New York Insurance 
srokers’ Association, Inc., is convinced 
that compulsory automobile liability in- 
surance is not a desirable solution t 
the problem caused by the financially 
irresponsible motorist and would, i 
fact, prove to be worse than the evi 
it purports to correct. This position is 
issued by 


presented in a 
rman following 


President David ‘ 
a meeting of the directors. 

“Our organization has examined with 
some care the so-called voluntary auto- 
mobile insurance plan which was made 
public by segments of the insurance 
industry in New York State represented 
in the insurance industry committee on 
motor vehicle accidents and the prob- 
lem of the uninsured motorist. We be- 
lieve that this plan, which will be in- 
troduced in bill form in the legislature 
this session, has merit and will find 
wide public acceptance,” says President 
Sugarman. 

“The demonstrated 
present financial responsibility law, its 
comparative economy of administration 
and the spectacular as well as persistent 
increase in the numbers of insured mo 

t 





success of our 


' 
torists which can be credited to this 
law, cann rt be disputed. 

The voluntary automobile insurance 
plan is yee ned to further narrow the 
already narrow gap between the 96.09% 
presently insured and the virtually un 
obtainable 100%. It will enable insured 
motorists and non-car owners to pro- 
tect themselves and members of their 
household against un anaes motorists 
through the voluntary purc 
protecti¢ m at low cost. It constitutes 
typical broadening of the scope of pro 
tection which private insurance carrie: 
have been making available to the pub 
lic constantly. It is a way of accom 
plishing the desired ends within the 
framework of the private enterprise 
system. We take sharp issue with those 
critics who have attacked the plan a 
an unfair tax on the presently insurec 
motorists 

“In the first place, only an additional 
small charge is levied for the additional 
protection. Secondly, under the compul- 
insured mo- 





7 1 
ase of such 





} 
i 


sory insurance proposals 
torists will be subject to much higher 






costs because of increase in rates be 
cause ot increa administration 
costs and increase it rates because of 





the compulsor 





Fred Mezey oe: 
Home From Hospital 
Fred W. Mezey, vice president of the 
Mezey Agency of New York City, ex- 
pects today to return to his home in 
Port Washington, Long Island, from a 
hospital in Manhasset where he under- 
went two operations for ulcer. While 
definitely on 4 — to recovery Mr. 
Mezey will still away from his office 
in New York for a month or six weeks. 
He has been ill several weeks 
Mr. Mezey is well known not only 
as an agent but also for his gracious 
hobby of sending several thousand 
birthday cards each vear to friends in 
insurance. A remarkable memory per- 
mits him to retain the entire list in 


his mind. 





General Brokers Install 
Officers on Je pwael 21 


Jack A. Fink, president of the General 
Insurance Brokers Association of New 
York, announces that the next meeting 
will be held Thursday evening, Janu- 
iry 1, at Gautiers Restaurant, 22 Beek- 
man Street, at 8 p.m. The meeting will 
feature installation of the association’s 
officers for 1954. Nathan Greenbaum, 
honorary chairman of the executive com- 
mittee, will be installing officer. 

In addition, President Fink will an- 
nounce the names of menfbers of the 
various committees for his new admin- 
istration and he will also outline plans 
for the coming year. 








Independent Brokers’ 
Dinner-Dance January 27 


The twenty-eighth annual dinner-dance 
f the Independent Insurance Brokers 
\ssociation of Brooklyn will be held 
mn the evening of January 27, at the 
Hotel Granada in Brooklyn. Abraham 


L Multer, Democratic Congressman 
from Brooklyn, isi be guest speaker. 
\lex Goldberger will be the recipient 
of the saynciaaina’ s Annual Achievement 
Award. Mr. Goldberger, an insurance 
broker, is a member of the faculty of 


he Insurance Society of New York, 
columnist for Insurance Advocate, mem- 
ber of Kings County Grand Jurors As- 
iati and director of the Greater 
N. Y. Insurance Brokers Association as 
ell as active in many charitable and 


pauanthropi¢c causes, 





McLean President New 
Alaska Agents’ Assn. 


Joseph A. McLean of Juneau has been 


elected president of the newly-formed 
\laska Association of Insurance Agents. 


Utica Agency Name Change 

The former firm name of M« -Lough- 
lin & Byrnes, Inc., Utica, N. Y. in- 
surance agency, has been changed to 
McLoughlin & Leonard Inc., it is an- 
nounced by Harold R. Leonard, presi- 
dent. Mr. Leonard also announces elec- 
tion of Walter R. Hedderich as vice 
president of the agency and association 
otf Thomas J. Reagan, with the real 
estate firm of Harold R. Leonard, Inc. 
The insurance firm was formed in 1918. 


VAUGHAN AGENCY PARTNERSHIP 
The Vaughan Insurance Agency of 
Louisville, Ky., has become a_partner- 
ship, composed of W. Culver Vaughan, 
who established the agency 32 years ago; 
Albert A. Kaelin, who has been with 
Vaughan as office manager and chief 
assistant since the formation of the 
agency; Baylor Landrum, B.S. Univer- 
sity of ‘Penns ylvania, C.P.C.U., with the 
agency for six years, and Robert W. 
Vaughan, B.S., Washington & Lee Uni- 
versity, with the agency for three years, 
and incidentally a son of W. Culver 
Vaughan. 

Mr. Vaughan has served 

f the Louisville Board of Insurance 
\gents for two years. 


as president 


POHS BROKERS’ COURSE 


Classes Start January 26 in New York 
City and at Jamaica; Early 
Registration Advised 
Herbert J. Pohs, founder-director, 
Pohs Institute of Insurance, announces 
that a new term will start January 26 
preparing students for the insurance 
brokers’ examination to be given by 
the State of New York on June 17. 
Students have the choice of attending 
the school either at 132 Nassau Street, 
New York, or 148-15 Archer Avenue, 

Jamaica, 1... I. 

Classes will be held every Tuesday 
and Thursday evenings from 6:30 to 
9:30 o’clock. The school’s new course 
announcement booklet points out that 
the Pohs Institute of Insurance was 
founded for the specific purpose of giv- 
ing insurance brokerage instruction, and 
emphasizes that courses in secretarial 
work or manual trades are not given. 

Mr. Pohs says early registration for 
this session—the 69th consecutive term 
—has been heavy and urges prospective 
students to enroll early. Tuition for 
the complete course is $65. Booklet may 
be secured by phone—COrtlandt 7-7318 
—or by writing to the school at 132 
Nassau Street. 


Werbel Educational 


Forum on January 28 


All former students of the various 
schools in which Bernard G. Werbel 
acts as coordinator of the general in- 
surance courses, Queens College, Brook- 
lvn Academy, and Browne’s Business 
Schools, as well as the subscribers of 
the General Insurance Guide are invited 
to attend his educational forum free of 
charge. 

Changes in policies, forms, regula- 
tions, laws, as well as pertinent court 
decisions are explained in simple terms. 
Actual experiences that insurance bro- 
kers and agents have encountered dur- 
ing the preceding few months are di- 
rected to the attention of the audience 
in order to bring it up to date with con- 
stantly changing conditions. 

This exchange of ideas program, 
which has been conducted by Mr. Wer- 
bel for more than 15 years, is compar- 
able to a refresher course. 

Each meeting is held on the fourth 
Thursday of the following months: 
January, May, and October. They start 
at 6:45 p.m. and end at 10 p.m. Former 
students and subscribers are permitted 
to bring friends. The next meeting will 
be held on January 28, in the auditorium 
of the Central Commercial High School, 
214 East Forty-second Street, New 
York C ity. 


J. ALFRED GROW DIES 

Funeral services were held January 
5 for J. Alfred Grow, 66, president of 
Homer Warren & Co., real estate and 
insurance agency. Mr. Grow, who died 
at his Grosse Pointe home, was a for- 
mer president (1935) of the Michigan 
Association of Insurance Agents and 
had long been active in association 
work. One of his surviving sons, J. 
Alfred, Jr., is president-elect of the 
Detroit Association. He is survived by 
another son, Robert, and six grand- 
children. 

In addition to his service as state as- 
sociation president, Mr. Grow served 
as head of the Detroit board in 1930-31. 


F. S. HAAF DIES AT 100 

F. S. Haaf, 100 years of age, retired 
fire and casualty agent, died December 
31, at the Chiles Hospital Mt. Sterling, 
Ky. He would have been 101 years of 
age in March. He had been ill for nine 
months. 

A native of New York State, he went 
to Frankfort, Ky., in 1884 and he and a 
brother started a grocery. He later went 
into fire insurance with the late Will 
Scott. He retired in 1936. and he and 
his wife moved to Mount Sterling, to be 
near their daughter. Mrs. Haaf died in 
1949, 


WEGHORN IS 
GOOD TO 
BROKERS 





District Attorney Hogan 
To Address N. Y. Brokers 


The Insurance Brokers’ Association of 
the State of New York, Inc., will hold 
its 56th anniversary luncheon on Thurs- 
day, March 18, in the Sert Room at 
the Waldorf-Astoria. Frank S$. Hogan, 
District Attorney, New York County, 
will be the principal guest speaker. 

Reservations are being received at the 
association’s office in New York City. 


Differ on Installment 
Plan in Mass. Report 


The installment premium plan for fire 
insurance in Massachusetts was en- 
dorsed by the majority of the Recess 
Commission on Insurance in that state 
in its report to the 1954 legislature. In 
the minority report, Representative Ed- 
ward M. Broeker of Brookline, House 
Chairman of the Legislative Committee 
on Insurance, and Harold Katz, public 
member from Winthrop, agreed with the 
contention of the Insurance Brokers 
Association of Massachusetts that the 
installment plan was operated “ata loss” 
and that the plan “adds to the threat of 
a greater volume of direct writing and 
less service to the public by agency in- 
surance companies.” 

Speaking of the danger of insolvency 
of the broker or agent as a result of 
having to perform additional services 
under the plan for which he is not paid, 
the Commission said. 

“There seems to be little liklehood 
that agents’ and brokers’ requests for 
additional compensation for their added 
work in connection with installment 
premiums will effect the rates charged 
the public for insurance.” 





Brooklyn College 


Broker’s Course Jan. 18 

A new semester in Brooklyn College’s 
insurance broker’s course will open on 
January 18 and registration is now be- 
ing taken for the two sections which 
will meet on Monday and Wednesday 
evenings, and on Tuesday and Thurs- 
day evenings, respectively. The course 
which is approved by the Insurance 
Department of New York State and for 
veterans under the G.I. Bill covers the 
complete preparation for the broker’s 
license examination, and is taught by 
a staff of specialists, coordinated by 
Philip Gordis, author of “Property and 
Casualty Insurance,” a text especially 
prepared for the broker’s license can- 
didates. 

Tuition for the complete course is 
$50, which includes registration fees. 
Call, write or telephone— Room 1150, 
Boylan Hall, Brooklyn College, Brook- 
lyn 10, N. Y. 


W. J. BATTILANA DIES 

William J. Battilana, age 63, died at 
his home in Needham, Mass., on Janu- 
ary 10, following a long illness. Surviv- 
ing is his widow, Mrs. Marjory Bat- 
tilana. 

Since January, 1921, Mr. Battilana 
was employed as special agent by Kim- 
ball, Gilman Co., Boston department of 
the Pennsylvania Fire, until he was re- 
tired early last year. 
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1953 Favorable Year For Fire And 
Casualty Insurance, Best Co. Says 


Last week The Eastern Underwriter pub- 
lished the first installment of an article by 
the Alfred M. Best Co., Inc., of New York 
reviewing 1953 and previewing 1954. The 
Best Co. holds that last year was the best 
for fire and casualty insurance since 1949. 
The concluding part of this survey follows 
herewith: 

Extended Cover Experience 


Extended coverage premiums ad- 
vanced modestly in 1953 to reach about 
$360 million in the stock company field. 
Advances in loss ratio, however, were 
far from modest. Tornadoes were un- 
usually frequent as during the year 
there were 16 windstorms which caused 
more than $1,000,000 property damage 
loss each. Over-all the line slipped back 
in the red. The outlook for 1954 is for 
a further increase in volume and should 
we have a more normal year as regards 
windstorms, experience should improve 
materially. 

Inland marine premiums written by 
stock carriers advanced about 8% in 
1953 to reach nearly $290 million cli- 
maxing a steady yearly rise from $28 
million written in 1933. This growth 
reflects the trend toward broad flexible 
coverage, the high level of commercial 
transportation, inflated dollar values 
and the increasing popularity of per- 
sonal property floaters. Underwriting 
experience showed improvement to in- 
crease the estimated profit margin to 
better than 10%. Outlook for 1954 is for 
continued advance in premium volume 
and steady satisfactory underwriting re- 
sults. 


Workmen’s Compensation 


Volume of workmen’s compensation 
insurance written, which had declined 
moderately in 1949 and 1950, advanced 
by better than 12% in each of the last 
three vears to reach an estimated all- 
time high of $640 million in 1953. This 
compares with less than $90 million 
written in the depression vear 1933. The 
line was in the red in 1951 and barely 
in the black in both 1950 and 1952. A 
number of steps were taken in 1952 
which laid the foundation for the gen- 
eral improvement in experience wit- 
nessed in 1953. Outlook for 1954 is for a 
levelling off in premium volume and 
continued satisfactory underwriting ex- 
perience. 


General Liability Experience 


Net premiums on liability lines other 
than automobile increased by more than 
15% in 1953 to reach an estimated $320 
million in the stock company field. In- 
flation in claim costs began to be felt 
in 1948 and the line was in the red for 
each of the following four years. Sub- 
stantial rate increases were secured in 
1951 and 1952 on coverages written on 
a fixed exposure basis, particularly area 
and frontage. Rate increases on these 
classifications were approved in 44 rat- 
ing jurisdictions amounting to 26.6% on 
a countrywide basis and equivalent to 
16.6% for all owners’, landlords’ and 
tenants’ liability insurance. Higher ex- 
cess limits rates on bodily injury lia- 
bility were adopted in all states and ter- 
ritories except one. Underwriting ex- 
perience improved in the latter part of 
1952 but it was not until 1953 that any 
real benefit was reflected in the experi- 
ence. The line returned to the black in 
1953 and should show some modest im- 
provement in 1954. 

Accident and health insurance under- 
written by all classes of carriers includ- 
ing life insurance companies, forged 
ahead an estimated 18% to reach nearly 
$2% billion in 1953. However, in the 
stock fire and casualty field the increase 
averaged less than 15% and total vol- 
ume amounted to about $425 million. 
Experience remained favorable with an 
estimated profit margin of nearly 10% 
on commercial business and less than 





5% on group business. Outlook for 1954 
is for continued healthy 
satisfactory experience. 


growth and 


Fidelity and Surety 


Fidelity and surety volume held about 


even with 1952 and is estimated at be- 
tween $185 million and $190 million for 
1953 in the stock company field. Fidelity 
10% 
profit margin for the last several years 
and 1953 is expected to show about the 


experience has averaged about a 


same, deposits continued unsatisfactory 
experience on bank Volume 
on fidelity lines should increase in 1954 


business. 


as this year will witness the return of 
the three-year renewal cycle on Term 
business. 


LONDON ASSURANCE CHANGE 

The London Assurance Manhat 
Marine announce that su- 
North Dakota, 
Wisconsin and the western part of the 


and 
tan Fire and 


pervision of Minnesota, 


Upper Peninsula of Michigan has been 
transferred to the Chicago office, 209 
West Jackson Boulevard—formerly the 
Illinois department but now known as 
the Midwest department—under direc- 
tion of Manager Karl Weipert. State 
Agents Robert O. Belford and John A 
Hamm will continue to service the re 
spective territories. 
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In mid-1954, The Greenbrier will offer enlarged and im- 
proved facilities for group meetings at famous White 


Sulphur Springs, West Virginia. The New Auditorium wing 

















Auditorium Wing 
at The Greenbrier 


will offer groups up to 1,000 the most modern meeting 


facilities to be found anywhere. 


The new addition will have an 8,600 sq.-ft. auditorium 


with a capacity of 1,075 for meetings and 860 for banquets. 


A theater with continental style seating and an inclined floor 


will accommodate 400. Both will have full stages with all 
facilities, plus the latest projection equipment and P A. 
systems. Various sized smaller meeting rooms are also in- 


cluded. The entire wing will be air conditioned. 


For detailed information about the new meeting facilities, 


address: DIRECTOR OF SALES 


cnlrter 


The 





WHITE SULPHUR SPRINGS, WEST VIRGINIA 


Telephone: White Sulphur Springs 110 
Teletype: White Sulphur Springs 166 


Or inquire of Greenbrier offices in New York, 588 Fifth Ave., JU 6-5500 * Boston, 73 Tremont St., 
LA 3-4497 * Chicago, 77 W. Washington St., RA 6-0625 * Washington, Investment Bldg., RE 7-2642 





AUDITORIUM set for banquet 


Dimensions — 72’ wide by 112’ long. No 
obstructions. Fully equipped stage 

40’ x 20’, orchestra pit, dressing rooms. 
Votion picture and slide projection. 
PA, system. 

110-220v. A.C. power supply with ample 
outlets. Pantries and kitchens adjoining. 





THEATRE 


Dimensions 56’ x 76’. 

Inclined floor, continental seating. 
Fully equipped stage, 40’ x 16 
(34’ proscenium opening), 
orchestra pit, dressing rooms, 
Motion picture and slide projection. 
PA, system. 

110-220v. A.C. power supply. 
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Small Store Insurance Problems 


Are Outlined by Ernest L. Clark 


Insurance problems of small store 
owners and operators were reviewed by 
Ernest L. Clark, assistant treasurer, 
J. C. Penney Co., in a talk January 12 
before the smaller stores division of the 
National Retail Dry Goods Association 
convention. Mr. Clark, who has long 
been active in local and national insur- 
ance buyers’ organizations, told the mer- 
chants that most insurance contracts are 
full of openings that are masked, not 
intentionally, but because often legal 
wording is confusing to the layman. 

Mr. Clark urged these insurance buy- 
ers to gi their coverage programs 
long, careful and continuous study, be- 
cause it 18 one of the most important 
programs of their business. Citing pit- 
falls which the small storeowner must 
watch for and outlining essential lines of 
these risks Mr. Clark 





protection for 
stated in part: 
Incomplete Coverage 

‘These openings may be in lack of 
coverage, incomplete coverage, overlap- 
ping of coverage, or failure to observe 
some of the requirements of the con- 
tracts. It would be an impossible job 
0 anticipate what these might be, be- 
cause it is only when something happens 
that you find them. If we could tell in 
! those happenings might 
possible to anticipate 

them. One way of 
avoiding pitfalls is to watch the paths 
of experience of those who have gone 
be fore you and profit thereby. 

“Lo beg rin with, any small organization 
is under a greater handicap than large 
organiza tions in handling its insurance, 
principally because no one person of 
executive =status can devote sufficient 
time to insuranc -e. Even for a_ small 
organization this is a full time job. They 
can’t afford the luxury of having one 
person in charge, of executive status, 
who is a trained insurance manager. 
Yet it takes this type of training to 
really meet requirements of the job. 

“There are several ways of meeting 
this situation. One very good one is to 
find in the executive office a young 
man who has given signs of being able 
to develop into a good type of executive 
in the future, who is willing to do con- 
siderable extra curricular work in the 
hope that it will bring regards, put him 
in general charge of insurance. Let him 
learn through all the’ various means, 
such as reading insurance publications, 
studying insurance wel or even 
go to the extent of taking a course 
of insurance, which is available through 
several sources. Let him do the spade 
work on your insurance. Let him get 
all the facts together, review contracts, 
study what occurs in your organization, 
and relate it to insurance. Bring to 
the officer in charge the summation of 
the matters for top decisions. 

“Then you are placed in the position 
of having someone follow through on 
insurance without depending on finger- 
snapped decisions, and avoiding the 
many oversights that might occur if 
insurance is only incidental to many 
other activities of the executive in 
charge of insurance,” said Mr. Clark. 

Use Trained Broker or Agent 

“Whether or not this suggestion is 
followed, every business should have a 
broker or an agent or a trained insur- 
ance advisor who will assist him in the 
purchase of insurance. Now this does 
not mean that you can select anyone 
for this job because he is in the insur- 
ance business. You should be as care- 
ful in selecting your agent, broker, or 
advisor, as you would be in selecting a 
lawyer to advise you on proper corpo- 
ral matters. 

“It should be remembered that insur- 
nce contracts should not be evaluated 
hy the amount of premium that you pay. 
The value of each contract is the large 

nt that they would pay you if 


t 


advance what 
be, it would be 
them and = avoid 
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ERNEST L. CLARK 


the losses that they insure should oc- 
cur. Having selected such a helper in 
insurance, it is importé ant that you see 
to it that his entire interest is in seeing 
that you get the best of service. 

“Too often organizations Have an agent 
or a broker to whom they do not give 
all of their business. The result is the 
compensation that the agent or broker 
— for his work, which is measured 
by the commission on the business which 
he negotiates, is not sufficient to cause 
him to be able financially to render as 
complete a service as is required. When 
business is split among several agents, 
as is often done, the service that you 
get is of necessity limited, and you do 
not get the full advantage of all the 
knowledge, training, and the time that 
is necessary to adequately meet your 
needs. 

“By splitting the business occasionally, 
you may gain some in local good will, 
or you may feel that you are giving 
a relative some hand out, by giving 
one part of your business to him that 
you do not feel is important. This is a 
bad practice, and you are the ones that 
suffer. It is good business to place all 
of your insurance through one source, 
and then demand the service that you 
are entitled to, because you have pro- 
vided for adequate compensation. 


Loss Frevention 


“One valuable source of information 
that insurance companies, agents, bro- 
kers, insurance advisors, can supply you 
with is means of preventing losses from 
happening. This is one of the most im- 
portant functions of any insurance pro- 
gram. No one has ever made a profit 
out of loss, because the total amount 
tangible and intangible, can 
collected under any form of 


of loss, 
never be 
insurance. 
“When a loss of any kind occurs, 
whether it be a property loss or an 
accident injuring somebody, there are 
always attendant costs that never show 
up on the proof of the loss, but do show 
up in your profit and loss statement at 
the end of the vear. For instance, it 
was recently calcuclated that the aver- 
age cash cost of an industrial accident 
to an employe was about $65. The other 
intangible costs amounted to $260. 
is) organization, no matter how 
large, can afford to insure against every- 
thing. There are possible sources of 
losses that must be taken as calculated 
risks and not insured against. From an 
economic viewpoint, there is a limit to 
how much can be paid out for insurance 
if you are going to have profits too. 





“Therefore, it is necessary that an 
insurance program be built up on the 
premise that insurance is carried to 
protect against catastrophic losses, rather 
than insure the run-of-the-mill losses 
and other small losses that might occur. 
Wherever deductible insurance can be 
purchased which excludes coverage of 
the small losses, buy that kind rather 
than contracts that provide full pay- 
ment. 

“Where small losses are covered in 
volume, it only means that there is 
an exchange of money between you and 
insurance company, and insurance com- 
pany is going to charge you for that 
service. It will cost you money each 
time to collect the losses from the insur- 
ance company going through the neces- 
sary maneuvers of completing proofs of 
loss, ete. 

“You can take small losses without 
going into bankruptcy. The part of your 
program that must be carefully set up is 
the insurance against losses that, if they 
occur, you couldn’t take without seri- 
ously affecting your income or even your 
corporation financial — stability,” ‘Mr. 
Clark continued. 


Getting Desired Coverages 


“All stores as a rule carry certain 
basic forms of insurance which are 
pretty universally regarded as necessary. 
There are important conditions in con- 
nection with these basic coverages that 
some have and others do not have, and 
they are essential to the proper coverage 
if full advantage is to be taken of the 
insurance market. Sometimes you will 
find that the insurance companies with 
whom you are dealing will not give you 
some of these so-called fringe coverages, 
due either to their underwriting prac- 
tice or some rules that they have made 
applying to you. 

“As buyers, you can realize that if 
some people are getting the coverage 
it must be available. Therefore, it is 
suggested if you do not have these 
advantages you explore the market by 
insisting that other companies be con- 
tacted or requested to give you the 
coverage. It is important that you do 
not give up on this; keep searching. 

“Experience has shown that some- 
where in the insurance market is a 
company who will grant you coverages 
which you desire, providing they are 
reasonable and in line with general prac- 
tice and procurable by other assureds. 

“Fire insurance on merchandise and 
fixtures is probably the oldest form of 
insurance the stores have ever carried. 
It is basic, of course, to be sure that 
the amount of insurance is adequate to 
cover your values at their peak and com- 
ply with any co-insurance clauses that 
mav be a part of the contract. 

“Some storekeepers have been in favor 
of keeping the amount of their fire 
insurance at a minimum, because of a 
mistaken opinion that they have a fire- 
proof and sprinkler building and no 
total loss could happen. Experience has 
shown that this is a fallacious premise. 
Contents of buildings can be entirely 
destroyed, no matter what the construc- 
tion or protection facilities are. 

“It is suggested that you carefully 
examine the lease of your premises, if 
you are renting, to ascertain if there is 
abatement of rent in case of the premi- 
ses being damaged by fire. If there is no 
abatement of rent, rent insurance is 
necessary. 

Business Interruption 


3usiness interruption or use and oc- 
cupancy is a form of cover ige which is 
not universally carried, but is essential 
to the complete protection of any store 
operation. When a fire occurs and you 
are closed up, your income stops, and in 
many instances your outgo does not. As 
a rule there are three or four forms 
of this type of insurance that are avail- 
able, and you should find one which best 
meets your particular needs. If you are 
operating a separate warehouse, be sure 
that your use and occupancy insurance 
covers that additional location. 
“Another important coverage is pub- 
lic liability insurance. Claims by cus- 
tomers for injuries have been growing 
higher and higher in amount, and the 


courts are continually broadening the 
base on which they allow claims. Indi- 
vidual limits of coverage should be main- 
tained at a very high ~~. The low- 
est coverage that it would be wise to 
carry for injuries to any one person 
under present day conditions is $250,- 
000, and $500,000 would not be fool- 
hardy, and a total limit of $1,000,000 is 
the minimum reasonable limit of cover- 
age for any one accident. It is possible 
for a great number of people to be 
injured in one occurrence, and the limit 
of coverage for total claims arising 
out of one accident should be sufficient 
that you would not have to worry if 
you should be unforunate to have a 
mass accident in your store. 

“Liability insurance covers loss caused 
by accidental means, but to most legal 
minds this accidental means might pre- 
clude from coverage some things that 
might happen; therefore, it is wise to 
have this broadened in your liability 
insurance to cover an occurrence rather 
than accident caused by _ accidental 
means. It is usually obtainable at only 
a small additional cost. 


Products Liability 


“Tt is also available that products lia- 
bility insurance be carried. The claims 
covered are from customers for injuries 
which sibeehye occur from the merchandise 
after leaving your premises. These are 
on the increase. 

“If your store rents premises from 
others, it is advisable that the provision 
in your policy covering property dam- 
age liability which ordinarily excludes 
liability for damage to property within 
your control be extended to cover your 
liability for damage to buildings occu- 
pied by you, but rented, caused by fire 
or explosion. Here again is the type of 
protection that some companies do not 
freely grant, but it is a form of cover- 
age that can be obtained and is valuable 
protection. Of course, if it is carried, 
an adequate amount of property damage 
liability insurance must be carried to 
cover the agen loss. 

“Your most valuable item in your in- 
ventory at all times is money, and, 
therefore, money must be insured. In- 
surance companies now offer a very 
broad form of coverage of loss of money. 
You must constantly check that your 
insurance of this type is adequate to 
cover the maximum you have at risk, 
that is when losses usually occur. 


Fidelity Coverage 


“The most vulnerable spot that any 
organization has is the possibility of 
loss through infidelity or dishonesty of 
an employe. There are several methods 
of covering this type of loss. It is 
recommended that you do not attempt 
to tell in advance from what source 
your loss will occur, but, rather, carry 
a fidelity coverage that will grant you 
protection for the full amount of your 
insurance, regardless of the position or 
employe that causes the loss. It seems 
reasonable to believe that financial of- 
ficers or employes handling money are 
the points at which higher protection 
should be carried than on other em- 
ployes. Experience has shown that this 
is not necessarily so. Therefore, the 
best fidelity coverage is under a broad 
blanket form which does not specify the 
limits of coverage as to position or 
individual. 

“Loss of money on the _ premises 
through burglary of safes, through hold- 
up, or loss of the money while it is 
being transported from your store to the 
bank, or visa versa, should be ade- 
quately protected, and the amount of 
this insurance should always be suff- 
cient to cover the maximum amount at 
risk, 

“When you carry money in your prem- 
ises overnight, be sure that the money 
is put in a place where fire will not 
damage it. Remember, no form of in- 
surance that you carry normally covers 
loss of money caused by fire. This 
coverage is obtainable in some markets, 
but is not generally offered nor carried. 
The safest way to protect this hazard 
is to take steps to see that it cannot 
occur.” 
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NORTHERN’S BRANCH OFFICE 





Starts New Office Building at East 
Orange to House Northern New Jer- 
sey Branch, Now in Newark 

Excavation has started for a two-story 
office building at 37 Evergreen Place, 
East Orange, N. J., it is announced by 
Charles H. Conklin, president of North- 
ern Insurance Company of New York. 

When completed this Spring, the struc- 
ture will house the northern New 
branch of Northern Insurance Company, 
and will provide tenant space in addition. 

Designed by Emil A. Schmidlin, archi- 
tect of East Orange, N. J., the building 
is being constructed by the Wm. L. 
Blanchard Co. of Newark. It will be 
colonial in charcter, with all new modern 
office features, including air condition- 
ing. The structure, a few doors south 
of Brick Church Station, is the first to 
be built on the newly widened street 
line, as provided by city ordinance. | 

The transfer of this branch office of 
the Northern from Newark to East 
Orange adds to the growing number of 
new insurance company offices in that 
city in recent years. 


Jersey 


Legion Post Honors 


Commander January 19 


Insurance Post No. 1081 of the Ameri- 
can Legion honors its commander, How- 
ard A. Kochendorfer, at the annual com- 
mander’s dinner Tuesday evening, Janu- 
ary 19, at the Hotel Martinique in New 
York City. This is an important social 
event for the post and a large turnout 
of members and guests is assured. The 
post has long been active in veteran and 
charitable endeavors and holds a high 
position in New York York insurance 
circles. Commander Kochendorfer is an 
attorney associated with the Atlantic 
Companies. 


Atlas Appoints Bechtel 
Exec. Asst. at Home Office 


The Atlas Group announces appoint- 
ment of Joseph F. Bechtel as an execu- 
tive assistant in the home office of the 
companies in New York. Until his 
transfer Mr. Bechtel was special agent 
in the New York suburban wo with 
headquarters at Mineola, Long Island. 

Special Agent Harry C. Lethbridge 
from the group’s Columbia, S.C., field 
has been named to succeed Mr. Bechtel. 
Mr. Lethbridge prior to his South Caro- 
lina assignment was an underwriter in 
the New York suburban department for 
many years. 

The field vacancy in Columbia will be 
filled by Clarence T. Sherron who for- 
merly served the group as special agent 
for some years with headquarters at 
Columbia. 


Fireman’s Fund Promotions 
In the Pacific Department 


Louis W. Niggeman, vice president of 
the Fireman’s Fund Insurance Co and 
its affiliates, announces the personnel 
advancements in the organization’s Pa- 
cific department in San Francisco. 

Frank J. Brady is appointed assistant 

manager of the Pacific fire department 
which is under the supervision of Le- 
land S. Gregory, assistant vice president 
and manager. 

Richard P. Wilkins and Harold M. 
Steele as appointed assistant managers 
of the automobile and casualty depart- 
ment which is under supervision of 
Hugo H. Methmann, assistant vice 
president and manager. 

O. D. Oliphant is named agency su- 
perintendent to succeed Frank Brady 
with supervision over the production 
and development of fire business in the 
Rocky Mountain territory. 

David E. Glass succeeds Mr. Oliphant 
as superintendent of the group’s pro- 
duction and engineering division, Pacific 
fire department. 





FIRE RESISTANCE RATINGS 


National Building Code Revision of 
Interest to Architects, Bldg. Engi- 
neers and Public Officials 

The National Board of Fire Under- 
writers has published a 48-page pam- 
phlet of fire resistance ratings which 
is a revision of Appendix A of its Na- 
tional Building Code. 

The pamphlet is of particular interest 
to architects and building engineers, as 
well as public officials interested in fire 
safety in buildings. In addition, the 
National 3oard says, it is of value for 
use in connection with other building 


codes in force in any community and is 
by far the most complete tabulation of 
its kind ever published. 

The pamphlet contains a number of 
tables on fire resistance ratings of beam, 
girder and truss protections; ceiling 
constructions; column protections; floor 
and ceiling constructions; roof construc- 
tions, and walls and partitions. 

The easy- reference tables are set up 
in terms of minimum requirements for 
specified fire resistance and in such 
form as to fit the requirements for 
hours of fire resistance given in building 
codes. 


Single copies of the pamphlet are 


CGLONEL J. M. ROBINSON DIES 


Lieutenant Colonel John M. Robin- 
son, 56, a partner in the Robinson and 
Robinson General Insurance Agency, 
Wilkes-Barre, Pa., died January 2, after 
a two-month illness. He was a veteran 
of both World Wars and is survived by 
his wife and a son. 





available free of charge on request to 
the National Board of Fire Underwrit- 
ers, 85 John Street, New York 38, N. Y 
If in the Middle W est, write to 222 West 
Adz ums Street, Chicago 6, and if west 
of the Rockies, to 465 California Street, 
San Francisco 4. 





The case of the 


In the Philippines, an American foreman took the 


company car on an errand. 


It was pleasant riding, until a lumbering buffalo, on 
an errand of his own, decided to cross the road. The re- 
sult: a crushed radiator for the car—and hurt pride for 


the buffalo. 


3ut two weeks later, the foreman discovered that buf- 


faloes can hold a grudge! 


While driving homeward on the same route, that very 
beast came charging for his revenge, battering the car, 


and sending it tumbling off the road! 


This double-trouble could have added thousands of 
dollars in property damage and workmen’s compensation 
costs to the company’s debit column. But it didn’t— 
thanks to prompt payment by American International 


Underwriters! 


AIU provided complete protection for that American 
firm in the Philippines, with comprehensive policies is- 


sued through a Philadelphia broker! 


Not very long ago, this broker thought that handling 
foreign risks was too complex. Now he knows that it’s as 
simple and profitable as domestic business—when AIU 


is called in. 


All AIU requires are the same facts you provide for 
domestic risks. Specialists at AIU construct tight and 
timely coverage that conforms to every law and local 
custom of the country involved. Your client’s 


buffalo’s revenge! 





handled on the spot. Payment is prompt, and in the same 


currency as the premium—including U. S. dollars where 


laws permit. 


Your own accounts, your neighborhood prospects, are 
investing millions of dollars that need protection over- 


seas. Make sure you’re the first one to offer it! 


Remember—you don’t have to be an expert to handle 


foreign risks. Take them to AIU—and AIU is your ex- 
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esURay, 


New York 5, N. Y. 
Boston 9, Mass. 
Washington 6, D. C. 
Atlanta 3, Ga. 
Detroit 26, Mich. 
Chicago 4, Illinois 
Dallas 1, Texas 
Houston 2, Texas 


Los Angeles 17, Calif. 


claims are Seattle 1, Wash. 


San Francisco 4, Calif. 


pert! For full information and literature, write to Dept. 
E of the AIU office nearest you. 


Ridy, 


(2) 


<8 


American 
International 


Oily’ Underwriters 


102 Maiden Lane 

148 State Street 

312 Barr Building 

307 Candler Building 
Free Press Building 
208 So. La Salle Street 
801 Corrigan Tower 
1619 Melrose Building 
206 Sansome Street 
612 So. Flower Street 
811-814 White Buiiding 
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MOTOR BOAT SHOW EXHIBIT 





Automobile and Standard Fire to Por- 
tray Historic Landmarks Along 
Waterfront at Essex, Conn. 
Historic landmarks along the pictur- 
esque waterfront at Essex, Conn., are 
portrayed in the full-color panoramic 
display that will be a feature of the 
exhibit sponsored by the Automobile 
Insurance Co. and the Standard Fire, 
affiliates of the Aetna Life Insurance 
Co., at the 1954 National Motor Boat 
Show at the Kingsbridge Armory in 

New York City, January 15-23. : 

Reproduced in the unusual 20-foot 
display are such well-known waterfront 
structures as the Essex Yacht Club, the 
Dauntless Club and the old Steambock 
Dock. Moored in the foreground of the 
display are scale models of several types 
of boats. 

The effect of daylight and darkness 
along the waterfront are simulated by 
means of controlled lighting, so as 
“darkness” approaches, lights come on 
in the windows of the buildings and of 
the boats. 

The exhibit, which will be located i 
space 211-212, places special aaataials 
on the pleasures of boating and deals 
with the complete yacht and motor boat 
insurance coverages written by the com- 
panies. 


American Plan Corp. 
Leases at 99 Park Avenue 


The American Plan Corp., manage- 
ment organization handling automobile 
physical damage insurance for financial 
institutions, has leased for a period of 
ten years half of the fourth floor, in- 
volving approximately 12,000 square feet 
ot space, in the new 26-story, air-con- 
ditioned office building being completed 
at 99 Park Avenue, New York City, 
it is announced by Norman Tishman, 
president of the Tishman Realty & Con- 
struction Co., Inc., owner-builder of the 
aluminum-faced structure. 

The insurance firm, which represents 
the American Fidelity & Casualty and 
the American Fidelity Fire, as well as 
its wholly owned subsidiary, the Insur- 
ance Co. of Delaware, wrote more than 
$7,000,000 in premiums in 1952 and ex- 
pects this total to be exceeded by the 
1953 figures, according to Mark M. 
Hart, president. 

The company is now located at 44 
Wall Street and is scheduled to occupy 
its new quarters in the Tishman Build- 
ing early in the spring, according to 
Cushman & Wakefield, Inc., agent for 
the skyscraper. 


Chandler Talk 


(Continued from Page 20) 


just think of the lost opportunities for 
production and professional service. 

It is just not good management to 
continue use of a system which limits 
your contacts with the majority of 
clients to the telephone or mail. By 
this impersonal approach, you merely 
polish the welcome mat and openly in- 
vite the direct writers to come in and 
feather their nests. These brethren are 
only too happy to send’ out door-to-door 
salesmen to get the choice business. 

No matter what the justification, it is 
folly to overlook the fundamentals of 
customer service on which the price of 
the insurance you sell is based. How 
else are you going to be able to justify 
the difference in cost except by proven 
personal service? Personal service is 
the cornerstone of agency success. 


Home Advances Monahan 
To Marine Production Mgr. 


The Home Insurance Co. announces 
promotion of Edward T. Monahan from 
marine supervisor in its Minneapolis 


office to production manager in its ma- 
rine department at Chicago. Mr. Mona- 
han, who joined the Home in Chicago 
in 1942, served in the company’s Boston 
and Syracuse offices prior to his trans- 
fer to Minneapolis in 1947. 

In his present capacity, Mr. Mona- 
han will supervise marine production 
operations in Illinois, Indiana, Iowa, 
Nebraska, Minnesota, North Dakota, 
South Dakota and Kentucky. He will 
serve under the general supervision of 
Marine Manager Harold F. Kummerow 
of Chicago. 





Puckette and Farrell 
On Morticians Monthly 


John E. Puckette, one of the leading 
insurance newspaper journalists for 
many years, his discontinued his full- 
time post with the “Insurance Record” 
of Texas and is now associated with 
Hugh Farrell in publishing a monthly 
trade publication, “Morticians of the 
Southwest.’ Mr. Farrell is also associated 
with the “Insurance Field.” Mr. Puckette 
will continue to write insurance news 
stories on Texas developments for vari- 
ous insurance newspapers. He is located 
in Dallas. 


Royal-Liverpool 


(Continued from Page 18) 


pany in 1939, has served in underwrit- 
ing and supervisory capacities in sev- 
eral casualty departments. Since return- 
ing from his second tour of military 
service in January, 1953, he has been 
in the special risk department. 

Mr. Grant has been transferred to 
the New York office after four years 
aS supervising auditor in Syracuse. He 
joined the group in 1941 and has been 
resident auditor in Albany and an audi- 
tor in the New York metropolitan de- 
partment. 











SILAS R. FRANZ CO. 
Inland Marine Reports 
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96 Fulton St., New York 38 - 
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NEW TEXAS INSURANCE CO. 


Western Fire and Indemnity of Lub- 
bock, With $400,000 Assets, to Write 
in West Texas Field 
Organization of a fire and casualty 
insurance company with home offices in 
Lubbock, Texas, is announced by Mur- 
rell R. Tripp, former president of the 
Murrell R. Tripp Company, a_ wide- 
spread insurance claims service. The 
company, Western Fire and Indemnity, 
is West Texas’ first multiple-line stock 

company. 

The $400,000 corporation, with a capi- 
tal stock of $200,000 and a paid-in sur- 
plus of $200,000, will transact business 
of insurance in all forms, except life and 
compensation, including fire, extended 
coverage, inland marine, and general 
casualty lines. : ; 

It will concentrate on business in an 
area bounded roughly by Wichita Falls, 
Abilene, San Angelo and west to El 
Paso and throughout the South Plains 
and Texas Panhandle. Agents now are 
being appointed and the company will 
be headquarted at 1103 Eighth Street in 
Lubbock. 

Mr. Tripp, who currently is mayor of 
Lubbock, is widely known in insurance 
circles and for his civic activities. He 
sold his claim business late last year 
for the purpose of organizing Western 
Fire & Indemnity and at the time the 
claims service operated offices in Lub- 
bock, Abilene, Big Spring, Odessa, Plain- 
view, Snyder and Dallas. 


TO LECTURE ON MARINE 

Philip P. Wallace, manager of the 
marine loss department of the New 
York brokerage firm of Bleichroeder, 
Bing & Co., Inc., will give a lecture on 
ocean marine cargo insurance Thursday, 
January 21, at 8:30 p.m. at the New 
School for Social Research, 66 West 
Twelfth Street, This is in connection 
with the course on improved practices 
of current export handled by Albert E. 
Meyer. 
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Tom Braniif Killed 


(Continued from Page 18) 


of varied personal lines going into the 
makeup of an agency. 

“The T. E. Braniff Co., Dallas, repre- 
sents the Cassben Fire, Continental 
Casualty, Fireman’s Fund Insurance Co., 
Fireman’s Fund Indemnity Co., Niagara 
Fire, National Union, New Amsterdam, 
Ohio Casualty, Prudential Fire, Sun In- 
surance Office, Underwriters at Lloyd’s, 
Franklin Life and Southland Life. These 
facilities enable us to give a complete 
and well-rounded service to all clients.” 

The present Braniff airline which 
flies routes through the Midwestern 
United States and into Latin America, 
is the only major American airline that 
still bears its owner’s name. 


Prominent in Catholic Church 


A prominent Roman Catholic layman, 
Mr. Braniff had served since 1945 as 
the Catholic co-chairman of the Na- 
tional Conference of Christians and 
Jews. Last October he was appointed 
general chairman for 1954 of that or- 
ganization’s annual Brotherhood Week, 
which will be observed nationally next 
February 21-28. 

Absorbed Mid-Continent Line 


In August, 1952, Braniff Airways ab- 
sorbed Mid-Continent Airlines. At that 
time Braniff served 31 cities in nine 
states and nine Latin-American coun- 
tries, and Mid-Continent served 35 cities 
in 12 states. The new company, which 
retained the Braniff name, was de- 
scribed as the sixth largest airline in 
the country. 

In extending his operations to Latin- 
America, Mr. Braniff overcame, accord- 
ing to one account, such obstacles as 
“climatic conditions, hostile foreign gov- 
ernments and competing Pan Ameri- 
can Airways.” 

Mr. Braniff’s business interests in- 
cluded the Republic National Bank in 
Dallas, Tex. He was president of the 
Braniff Investment Co. 

He was a member of the United 
States Council of the International 
Chamber of Commerce, the transporta- 
tion and commerce committee of the 
United States Inter-American Council 
on Commerce and Production, the Na- 
tional Association of Manufacturers, the 
Air bar tahoe Association and the Na- 
tional Safety Council. 


Underwriters Grain Assn. 


To Do Business in Ohio 


The Underwriters Grain Association, 
Chicago, Ill, recently completed ar- 
rangements to extend its operations to 
do business in Ohio. The association is 
composed of 48 stock fire insurance 
companies and writes only terminal ele- 
vator business. Its facilities provide a 
highly specialized inspection service 
whereunder every insured terminal ele- 
vator is inspected once every month. 
Contig will enable the association to 
take care of the complete fire insurance 
requirements of any Ohio terminal ele- 
vator. 

Other states in which the association 
does business are Illinois, Indiana, Iowa, 
Kansas, Minnesota, Missouri, Nebraska, 
Oklahoma and Wisconsin. 


JAMES E. CHAMBERS DIES 
James E. Chambers, insurance agent 
of Watervliet, N. died January 4. 
His wife, a daughter and two sons sur- 
vive. 
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H. P. Jackson Retiring 
From Bankers Ind. Feb. 1 


FETED AT NEWARK LUNCHEON 


American Insurance Group Official Has 
Been Leader for Years in Safety and 
Accident Prevention 


Harold P. Jackson, president of Bank- 
ers Indemnity, the casualty affiliate of 
the American Insurance Group, will re- 
tire on February 1 under the 
pension plan. He was feted at a 
eon January 12 at the Essex Club, New- 
ark, by his fellow officers, who presented 
him with a silver service. 

Among the luncheon guests were some 
of Mr. 
ciates from the field of safety and acci- 
dent prevention in which Mr. Jackson 
has been a leader for many years. These 


group’s 
lunch- 


Jackson’s close friends and asso- 





HAROLD P. 


JACKSON 


guests included Dr. Herbert J. Sai di- 
rector, Center for Safety Education, 
New York University; J. Dewey Dor- 
sett, general manager, Association of 
Casualty & Surety Companies; Thomas 
N. Boate, manager, accident prevention 
department of the Association; and Har- 
old K. Philips, manager, public relations 
department of the association. 

Mr. Jackson was born in Bar Harbor, 
Maine, and educated at Dartmouth Col- 
lege, from which he received a Bachelor 
of Arts degree in 1910. He began his 
career as a newspaper reporter after 
graduation. In 1911 he entered the casu- 
alty insurance business, his subsequent 
experience covering claims, underwriting 
and production. He was president and 
general manager of the Norwich Union 
Indemnity from 1927 to 1930. He has 
been president and director of Bankers 
Indemnity since 1930. In 1946 he was 
named vice president and director of the 
American Insurance Co. 

During World War I Mr. Jackson 
served as first lieutenant of infantry 
with the 42nd (Rainbow) Division in 
France and Germany. 


His Highway Safety Activity 


Mr. Jackson was formerly chairman 
of the National Committee for Traffic 
Safety. He has also served as chairman 
of the committee on safety organization 
of the President’s Highway Safety Con- 
ference, chairman of the traffic and 
transportation conference of the Na- 


Typermass Named Secretary 
Of Home Indemnity Co. 


At a regular meeting of the board 
of directors of Home Indemnity Co. 
Carl Typermass was elected secretary 
and assistant controller of the company. 

Mr. Typermass who served as deputy 
superintendent of the New York State 
Insurance Department 1945 to 
1949 joined the Home in November, 
1950, as general manager of its metro- 
politan department. In April, 1952 he 
was elected assistant secretary of the 
company and in January, 1953 was made 
secretary and assistant controller of the 
Home Insurance Co. 


from 


tional Safety Council, and advisory 
cominittee chairman of the accident and 
prevention division, Association of Cas- 
ualty & Surety Companies. 

Mr. Jackson recently completed two 
terms as president of the National Asso- 
ciation of Casualty & Surety Executives. 
He is a member of the advisory commit- 
tee of New York University’s Center for 
Safety Education; director of the Na- 
tienal Safety Council; trustee of the 
Jackson Memorial Laboratory; a fellow 
and governor of the Insurance Institute 
of America; member of Delta Tau Delta, 
the Hugenot Society and the Society of 
Mayflower Descendants. 

A resident of Montclair, N. y Dia eg 
Jackson is a member of the Unitarian 
Church, the Montclair Golf Club and the 
Essex Club of Newark. 


Amer. Casualty Using 
No-Accident Credit Plan 


INTRODUCED IN PENNSYLVANIA 
Allows 10% Ribintiin te Manual Rates 
for Two Years Safe Driving Record; 
Applies When Policy Is Written 





Harold G. 
Casualty of 
that the company has introduced a “no- 
credit 


Evans, president, American 


Reading, has announced 


accident” plan in Pennsylvania, 
giving a reduction of 10% in the ap- 
plicable manual rates for private pas- 
senger automobiles. The plan is super- 
imposed on the seven class rating sche- 
dule of the National Bureau of Casualty 
Underwriters which recently became ef- 
fective in Pennsylvania and which has 
been adopted by the company. 

The 10% credit applies to bodily in- 
jury, property damage and medical pay- 
ments for risks which have been acci- 
dent-free for a period of two full years 
prior to the date of the signed applica- 
tion for insurance. To receive the 
credit, neither the insured nor his auto- 
mobile can have been involved in an 
accident for the preceding 24 months 
and, if he is married, his wife must also 
have an accident-free record for the 
same period of time. 

Credit Given When Policy Is Written 

This plan for rewarding accident-free 
risks with a 10% reduction in rates is 
different from most in that the 10% 
credit is given when the policy is writ- 
ten, since it is based on the insured’s 
past driving record. He need not wait 
a year for his rate reduction to become 
effective. 

In commenting on the selection of a 
two-year accident-free period, Mr. 
Evans started that a shorter period of 


(Continued on Page 34) 
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Surety Assn. Announces 
3 New Bank Coverages 


EXCESS PROTECTION FORMS 


Bankers Blanket with Discovery-Deduc- 
tible Rider; Employe Dishonesty; 
Loss Sustained or Discovery 

An advanced program of excess pro- 
tection for commercial banks has been 
announced by the Surety Association of 
\merica, effective January 11. 

The new philosophy behind this pro 
gram has resulted in the development 
of three forms of coverage. They are 
Excess Bankers Blanket Bond Form 
2 with discovery-deductible rider; Ex- 
cess Bank Employe Dishonesty Blanket 
Bond Form 27 (loss sustained form), 
and Excess Bank Employe Dishonesty 
Blanket 3ond Form 28 (discovery 
form). 

The introduction of these new forms 
and a new excess rating program re 
sults in a reduction of existing rates 
for excess coverage where adequate 
amounts of underlying coverage are Car- 
ried. These rates recognize the size of 
the bank, the amount of underlying 
coverage, and all other related factors, 
and they should prove attractive to 
everyone interested in adequate pro 
tection for commercial banks 


Discovery-Deductible Rider 


By means of the discovery-deductible 
rider the character of coverage given by 
Form 2 is changed from a “loss sus 
tained” to a “discovery” This 
means that the bond as so amended 


basis. 


covers losses, whenever sustained, 
which are discovered while such bond 
is in effect, or discovered within 12 
months after cancellation under speci 


fied conditions. 

Standard Form 27 provides coverage 
for losses through employe dishonesty 
only, on the usual loss sustained basis 

Standard Form 28 also provides cov 
erage for employe dishonesty only, but 
such coverage is on a “discovery” 

Representing the broadest and most 
effective program of excess coverage 
for banks yet devised, both “discovery” 
and “loss sustained” types of coverage 
are provided. made 


basis. 


The coverage now 
available by the Surety Association of 
America, which haS a membership of 74 
capital stock companies, is unlike other 
types of discovery protection presently 
available in this field in that it gives the 
insured the right to select coverage on 
an established form of bankers blanket 
bond or on a new form of blanket bond 
covering employe dishonesty. 


Wide Choice of Coverage 


In addition to the selection the in- 
sured enjoys between a discovery or a 
loss sustained form of protection, the 
insured may also select either a bank- 
ers blanket form of coverage or a blan- 
ket employe dishonesty form, or a com- 
bination of the various coverages. These 
are available to any and all commercial 
banks in the broadest possible range of 
amounts over an appropriate under! ying 
amount of coverage. 

It is the belief of the members of 
the Surety Association of America that 
sound progress in the development of 
coverages and mutual understanding are 
promoted when improvements are based 
fundamentally on established provisions 
that have withstood the test of time. 
Accordingly, whenever possible the ap- 
plicable standard provisions of Bankers 
Blanket Bond Standard Form 2 have 
been retained in these forms. These 
provisions are well known to the in- 
surance and protective committee of the 
American Bankers Association, as evi- 
denced by reference thereto in its Di- 
gest of Bank Insurance, as well as to 
bank officials, their attorneys, and pro- 


ducers. 
This new program has been devel- 
oped after careful and continued re- 


search into the requirements of com- 
mercial banks and represents the most 
complete protection available. 
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anaes Gines Adve 
On Business Situation 


LITTLE HOPE FOR TAX CUTS 
Small Business To Be Protected by 
Permanent Agency; a Leveling Out 
of comenys with No Depression 


\ commentary on ‘the domestic busi- 
situation, from the problems of 
small business to the psychology of 
these who fear a business re- 
cession, was given by Abraham J. Mul- 
ter, U. S. Congressman from the 14th 
Congressional District, Brooklyn, to the 
\ssociation of the 


ness 


serious 


Surety Underwriters 

City of New York at the January 7 
meeting of that group at the Lawyers 
Club. 


Tracing the development of the gov- 


ernment’s concern for the small busi 
nessman, Mr. Multer said that from a 
purely temporary measure the Small 
Defense Plants Administration has be- 
come a permanent agency that seeks 
to integrate small business into the gov- 
ernment’s procurement program. This 
is not a bi-partisan agency, he added, 
but a non-partisan effort, with the in- 
terests of the country placed first and 


those of the small businessman second, 
but the agency enables the business 
man, who lacks a spokesman to plead 
his cause, to present his problems to 
both the government and Congress 

As for tax reductions in 1954 Mr. 
Multer held out little hope for these 
because of the necessity of cutting ex- 
penses first. It requires a great deal of 





money to build our defenses against 
iweression and consequently that pro 
gram assumes priority over tax reduc- 
tions 
No Reason for Fear 
Mr. Multer found during a _ recent 
trip through the country that there 


is a certain degree of fear concerning 


1954 business prospects. “There is no 
reason for the people to be scared,” he 
said, “because at the most there may I] 


a leveling out of the economy, not 


depression.” He scored amen who ios 
ter this fear, from whatever motives, 
and said that it sasstaeceeité are made 
in the economy, these will be corrective 
and only temporary. Hope and cot 
dence should be stressed now, not tear 

timidity 

\s for the outlook on Tledera!l 
struction, Mr. Multer said that the ad 
ministration is working on this problem, 


and circumstances will dictate the ex 
tent of the program. A report on this 
program is now being prepared 

The meeting was presided over b 
Donald F. Harned, Travelers Indem 
nity, president of the 


Surety Assn. Club Dinner 


othicers and an entertain 


association 


Election of 


ment program featured the fifth an- 
nual Christmas party and dinner of the 
Surety Association Club, social group 
of staff members of the Surety Asso- 


ciation of America, 


Peter A. Zimmerman: elected 


Was 


president of the club for the year 1954, 
succeeding W. D. Sherwood Marie 
Carlin was elected vice president; 
Dorothy Boger, secretary, and Arthur 


Guidice, treasurer. 
Following the 


Martin 3 


dinner 


Lewis, general manager of the Suret 
\ssociation of America, gave a brief 
message to club members and guests 


David Porter, who was tozstmaster, pre- 


sented certificates of honorary vice 
senshi of the club to Mrs. E. Vernon 
Roth and Mrs. John L. Kirkwood. 
Santa Claus, impersonated by Arthur 
(juidice, presided over the traditional 
gift distribution program 


40th Niteteie for Burke 


E. Emmett Burke, treasurer of the 
United States Casualty, observed his 
th anniversary with the company re 
ently. He was the guest of honor at 
a luncheon, attended by a number of 
lis associates 
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Four Companies Join 
Casualty Reinsurance Assn. 


The Treaty Management Corp. of 
New York has announced the addition, 
effective the following 
Casualty 
Association of America: 
Indemnity, Phoenix In- 
Hartiord ; National 
Pittsburgh, and Inter- 
Cedar Rapids, 


January 1, of 
four new subscribers to the 
Reinsurance 
The Travelers 
surance Co. of 
Union Indemnity, 
Ocean Reinsurance Co., 
lowa. The association now has 23 sub- 
scribers—the aforementioned four and 
19 other prominent casualty and _ fire 
companies. 

Officials of the Treaty Management 
Corp., underwriting manager of the as- 
sociation, state that increase in the num- 
subscribers at this time permits 
spreading of the liability 
assumed by way of reinsurance of capi- 
tal stock insurance companies and 
makes possible a farther increase in ex- 
loss and treaty reinsurance fa- 
available in the American mar- 
ket on casualty and fidelity-surety lines. 

The Treaty Management Corp. was 
formed in 1949 to organize and act as 
underwriting manager of the Casualty 
Reinsurance Association of America, 
which commenced operations in Janu- 
ary, 1950. During the four years of its 


ber of 
the further 


cess ot 


sities 


Heard on CPCU Program 


Manning W. Heard, first 
dent and general counsel of 
ford Accident & Indemnity 
automobile insurance problems at the 
January dinner meeting of the Connecti- 
cut Chapter of the Society of Chartered 
Property & Casualty Underwriters. The 
meeting was the first of a series of edu- 
cational programs arranged by Bernard 
J. Daenzer, secretary, Security-Connecti- 
cut Companies, featuring insurance in- 
dustry leaders. 

In addition to his responsibilities with 
the Hartford Accident, Mr. Heard is 
serving his second term as president of 
the Association of Casualty & Surety 
Companies. He is also chairman of the 
Metropolitan District Commission of 
Hartford and formerly served as a mem- 
ber of the Board of Finance of the 
City of Hartford and a director of the 
Hartford Chamber of Commerce. 

The Connecticut CPCU organization 
consists of 30 members who are spon- 
soring approximately 90 candidates for 
the professional insurance examinations 
in June. 


vice presi- 
the Hart- 
discussed 


operation, the business of the associa- 
tion has made on a conservative 


a satisfactory growth in volume. 


basis 
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and health 











Look to Lumbermens for the best facilities 
for accident and health lines, from indi- 
vidual accident and sickness policies, 
through family polio expense, to compre- 
hensive group plans, including new 
Groupac — the group insurance plan for 
employers of from 10 to 24 persons. 


Lumbermens'’ accident and health premiums 
rank third in the company’s total premium 
volume. And Lumbermens’ A&H writings 
are near the top forall multiple-line casualty 
companies. 


If you would like to represent Lumbermens 
for accident and health lines, 
Accident and Health department, Mutual 
Insurance Building, Chicago 40. 


write the 


LumbermenS “&W66WU)) WHY 


acciDENT 







Workshop Meets Mar. 
For Insurance Ad Men 

CARLIER OUTLINES PROGRAM 

Submits Proposed Topics to IAC Mem- 


bers; Expresses Hope for Ade- 
quate Attendance 





In response to an expressed desire on 
the part of many members of the In- 
surance Advertising Conference for in- 
terim seminars or workshop discussions 
a definite one-day program has_ been 
prepared for Monday, March 1, in New 
York, subject to the approval of the 
membership. In a “flash bulletin” to 
members Program Chairman H. V. Car- 
lier, Northern Assurance, who is IAC 
vice president, outlines the proposed 
agenda as follows: 


“Tentatively two morning sessions, 
running concurrently, and two after- 


noon sessions also concurrent, are plan- 
ned. 
“Seminar 1—‘How to Evaluate Adver- 


tising—(a) general magazines, (b) trade 
magazines, and (c) direct mail.’ This 
discussion will cover all premium pro- 


ducing efforts with the exception of 

house organs and employe relations. 
“Seminar 2—‘How to Bring the Ad- 

vertising Department in closer relation- 


ship with Production Departments.’ 
This will be a discussion of the rela- 
tionship with agency departments, field 


force, loss department, ete. 

“12 m. to 1:30 p.m.—Luncheon will be 
served. 

“Seminar 3—(afternoon): ‘Are Com- 


3oat on Publicity in 
Losses.’ This discus 
sion will cover the lack of credit ac- 
corded insurance in both catastrophes 
and every day losses; also safety meas 
ures. 

“Seminar 4—(afternoon): Monday 
1:30 p.m. to 4:00 p.m.—‘Closer Agency 
and Company Relationship through Co- 
operative Efforts.’ This will be a gen 
eral discussion with am insurance agent 
as moderator. 

“While there will be certain speakers 
to ‘spark’ the discussions, real ‘get- 
together and shop talk’ sessions are 
planned. Moderators will be appointed 
to head each session.” 

Mr. Carlier requests that IAC mem- 
bers express their views to him on this 
proposed program as well as an idea 
of the approximate to attendance at the 
March 1 meeting. 


Ww er Is Vice President 
Of Woodward & Fondiller 


Woodward and Fondiller, consulting 
actuaries, have announced that Michael 
T. Wermel, actuary and economist, has 
heen elected vice president of the firm. 
Until 1952, Mr. Wermel was chief actu- 
ary for the U.S. Bureau of Employment 
Security and in this capacity served 
nearly 40 State Unemployment  Insur- 
ance agencies and most of the Tempo- 
rary Disability Insurance Programs in 
the United States. Since 1952 he has 
been engaged in practice as a consulting 
actuary. He is the author of several 
books and numerous reports and articles 
dealing with unemployment and_ disa- 
bility insurance, pension problems and 
economics. 

Mr. Wermel is a member of the Casu- 
alty Actuarial Society, American pe 
ciation of University Teachers of In- 
surance, Industrial Relations Research 
Association and American Economic 
Association. He was educated at New 
York and Columbia Universities and re- 
ceived his Ph.D. degree from Columbia 
University in 1939. He was visiting 
professor of insurance and economics at 
the University of California and has 


panies Missing the 
Connection with 


been on the faculties of Brooklyn Col- 
lege and Tufts College. 

Woodward and Fondiller also have 
announced the establishment of offices 
in Washington, D.C., and in Los An- 
geles, and the expansion of services 
offered in the field of unemployment 


insurance and temporary disability in- 


surance. 
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Agents, Brokers Urged to Enter Their 
1953 Advertising in LAC Competition 


A strong appeal for agents, brokers 
and local boards to participate in the 
“best use of advertising” competition of 

Advertising Conference 
week by Dwight P. Ely, 
chairman of the 1954 
committee of IAC. Reminding 
producers that the deadline 
this contest is March 1, 
1954, Mr. Ely urges that they send to 
him their entries and exhibits by that 
date, and sooner if possible. 

An encouraging number of entries has 
already been received, Mr. Ely reports, 
but he is certain that there are still a 
sizable number of insurance producers 
who would like to participate in the 
competition. All told, 28,000 brochures 
and entry blanks have been distributed 
to date countrywide—23,000 by members 
of the conference, 3,500 to 37 state 
association secretaries who requested 
them, and 1,300 direct to agents, brokers 
and local boards. 

The IAC plans to invite the five win- 
ners in this competition to attend its 
annual meeting in June at which time 
they will receive their awards. The win- 
ner of the grand award—a bronze stat- 
uette—will be the guest of the confer- 
ence at this meeting, all expenses paid 
including transportation. 


the Insurance 
is made this 
Ohio 

awards 
insurance 
for entries in 


Farmers, 





To Recognize Local Board Advertising 


Another new feature of this year’s 
program is that an award will also be 
given to the local board which is judged 
to have achieved the top excellence in 
its advertising of the past year. 

Chairman Ely further points out that 
all awards will be based on the best 
use of advertising and not for the tech- 
nical quality of the advertising. In other 
words, the exhibits will be measured on 
how adequately the agent or broker put 
his advertising to work in order to get 
results. “Another point,” says Mr. Ely, 
“is that we want to get value out of 


Amer. F. & C. Jeopardy Tax 
Dropped by Revenue Bureau 


Jeopardy tax assessments against 
American Fidelity & Casualty, which 
originally exceeded $3,000,000, have now 
been dropped by the Bureau of Internal 
Revenue, Irvin S. Markel, president of 
the truck and bus insurance company, 
has announced. Coincident with the an- 
nouncement of the final elimination of 
the jeopardy tax assessments, the bu- 
reau’s Richmond office released $1,560,- 
QOO in securities to the insurance com- 
pany here. 

The original jeopardy assessment of 
$3,211,738.83 was levied against the com- 
pany on December 29, 1951. At that time 
the company asserted that such action 
was taken “without prior notice and 
without a hearing of any sort, and was 
wholly unwarranted since the assets to- 
taled nearly $24,000,000.” 

The first abatement was $1,354,239.65, 
in January, aes and the second, 
amounting to $412,972.25, came in July, 
1953. The final elimination of jeopardy 
assessments took effect on December 30, 
1953, just two years after the original 
assessments had been filed. 


F. E. Langhammer Promoted 

Frank E. Langhammer has been pro- 
moted by the Aetna Life Affiliated 
Companies to post of production mana- 
ger in its New York office at 151 Wil- 
liam Street. For many years with the 
Aetna companies, Mr. Langhammer has 
served for the past two years as assis- 
tant manager of their Brooklyn branch 
office. His experience well qualifies him 
for his new post. His promotion was 
announced by C. T. Spaulding, vice 
president in charge of New York office. 





this program for everybody. We want 
to be able to do a little research; per- 
haps we can set up a diagnosis of vari- 
ous methods used as an inspiration to 
other agents in the future. So our hope 
is that we can prepare exhibits of eight 
or ten good-looking entries and have 
several of them that can be circulated 
around the country at agents’ conven- 
tions.’ 

Emphasis is also being given by the 
IAC to the attractiveness of the entries 
received. The judges, whose names will 
be announced shortly, will obviously 
pay more attention to well prepared and 
neatly mounted advertising than to a 
bunch of circulars crammed into an en- 
velope with little or no effort made to 
make the entry look impressive. 


Accomplishment of the Advertising 


As a final suggestion, the IAC hopes 
that in making the entry the _ partici- 
pant will indicate to some extent what 
he has attempted to accomplish in his 
advertising... larger volume, more cus- 
tomers, more insurance from present 
policyholders, greater production of pre- 
ferred classes of insurance, more pub- 
licity for the agency, more prestige in 
the community ? 

As previously announced, the follow- 
ing are the five premium income clas- 
sifications in which the producer, de- 
pending on his annual production, should 
make his entry: Division 1—under $25,- 
000; division 2—$25,000 to $50,000; divi- 
sion 3—$50,000 to $100,000; division 4— 
$100,000 to $250,000 and division 5—over 
$250,000 in premium volume. The winner 
in each category will receive an en- 
grossed citation suitable to be framed, 
and honorable mentions will be recog- 
nized, too. 

Entries should be sent to Dwight P. 
Ely who is located at 40 South Third 
Street, Columbus 15, Ohio. 


Kuhn Completes 25 Years 
With Fidelity & Deposit 


Carl H. Kuhn, resident vice president 
in San Francisco for Fidelity & De- 
posit and American Bonding, will com- 
plete 25 years with those companies 
on January 21. 

Mr. Kuhn’s first assignment with the 
F.& D. and its running mate was as 
special agent in Milwaukee. He was 
appointed manager of the Buffalo branch 
in 1935 and two years later was placed 
in charge of the companies’ newly- 
opened office in Cleveland. He was 
named resident vice president in Cleve- 
land in 1944, and three years later was 
appointed to his present post in San 
Francisco. 

Mr. Kuhn is a past president of the 
Cleveland Surety Underwriters Associa- 
tion and the Northern California Surety 
Underwriters Association. A native of 
California, Mo., he was educated at 
Westminster College, Fulton, Mo., and 
at Centra! Missouri State College, in 
Warrensburg. 


FOSTER C. GREENE PROMOTED 


Employers’ Group Names Him Assistant 
Underwriting Manager at Boston; 
With Group Since 1950 

The promotion of Foster C. Greene 
to be assistant underwriting manager 
of the Employers’ Group Insurance Cos. 
at Boston has been announced by Ed- 
ward A. Larner, executive head of the 
group. A graduate of Middlebury Col- 
lege, Vermont, in 1936, Mr. Greene 
joined the National Bureau of Casualty 
Underwriters in New York where he 
spent eight years in its actuarial divi- 
sion and compensation and liability de- 
partment. He joined the Employers’ 
Group in February, 1950. 





W. S. Kite Undergoes 
Major Leg Operation 

W. Stanley Kite, vice president of 
the Fire Association, is in Hahnemann 
Hospital, Philadelphia, for an operation 
resulting from an automobile accident 
in which he was involved last April 6. 
He expects to be there for about two 
weeks. 

The operation was advised by  sur- 
geons in order to strengthen his right 
leg, which was injured in the accident. 
A bone is being cut from his hip for 
grafting into the weakened leg 

Previously Mr. Kite was away from 
his office for four months while re- 
cuperating from injuries suffered in the 
accident. He was still in a wheel chair 
at the time of his return and later was 
able to walk with the aid of crutches. 
His condition improved to such an ex- 
tent that he eventually discarded the 
crutches and resumed his normal full- 
time duties. 


DONALDSON APPOINTED BY GAB 

The General Adjustment Bureau an- 
nounces the appointment of James H. 
Donaldson as casualty claims counsel on 
the executive staff of the bureau. A 
graduate of St. John’s University, Mr. 











Donaldson is a member of the New 
York State Bar and is admitted to 
practice in the United States Supreme 


Court. He has had more than 25 years’ 
experience in the casualty field as at- 
torney and claims executive. For the 
past 12 years he has been with the 
American Associated Companies as 
claims attorney. During the war, Mr. 


Donaldson saw duty in the United 
States Navy and was assigned to the 
Navy Department insurance section for 
a period during his tour of duty in the 
service. 


J. P. KERRIGAN TO RETIRE 


Hartford Steam Boiler Phila. Manager 
Succeeded by R. Sullivan; Flodin 
and Arenz Named to Other Posts 
Retirement of James P. Kerrigan, man- 

ager at Philadelphia, and several new 

managerial appointments have been an- 
nounced by Hartford Stean. Boiler In- 
spection & Insurance Co. 

Mr. Kerrigan entered the company’s 
employ in 1913 as an inspector at Phila- 
delphia. In June, 1922, he went to the 
home office where he served as an ad- 
juster until 1927 when he was appointed 
chief adjuster. When the Baltimore 
branch office of the company was estab- 
lished in 1930 he became its first man- 
ager. Subsequently he was manager at 
Cincinnati and New York, and in 1946 
at his request returned to Philadelphia. 

To succeed Mr. Kerrigan at Phila- 
delphia the company has named Walter 


R. Sullivan. Before joining the com- 
pany in 1943 as a_ special agent in 
Detroit, Mr. Sullivan attended Johns 


Hopkins University and taught at a 
preparatory school for boys. He has 
been manager at Minneapolis, St. Louis 
and Chicago previous to his most recent 
appointment as superintendent of agen- 
cies, 

Bec cause of the growth of the business 
transacted in its Chicago office, the com- 
pany has announced the appointment of 
John W. Flodin as assistant manage 
there. A native of Rhode Island, Mr. 
Flodin attended Brown University. Pre- 
vious to his appointment as manager 
at Minneapolis in 1951, he served the 
company as special agent in Denver and 
Atlanta. 

John H. Arenz, a special agent in 
the company’s Minneapolis branch, has 
been appointed head of the branch. He 
attended Johns Hopkins University and 
had considerable sales experience before 
coming with the company in 1948. 


FENNELL’S 25TH ANNIVERSARY 

George H. Fennell, assistant mana- 
ger of the Albany branch office of Fi- 
delity & Deposit Co. and American 
Bonding Co., completed 25 years with 
those companies on January 1. A _na- 
tive of Albany and a graduate of Chris- 
tian Brothers Academy, Mr. Fennell 
has been connected with F. & D. in that 
city throughout his surety career. 











Zurich- anita Bulletin 


Back After Year’s Absence 


This month, Zurich - American’s bul- 
letin, “Between Ourselves,” has resumed 
publication after more than a_ year’s 
absence. The bulletin issued by the 
eastern agency department is designed, 
“to contain information with a definite 
trend toward friendliness, human inter 
est and a generally relaxed approach t 
a closer and more cordial 
with their agents.” 

P. Cunningham, assistant United 
States manager, extended his congratu 


relationship 


lations to Norman Robertson, eastern 
agency superintendent and editor, for 
the job accomplished in reviving the 


publication. 


$163,000,000 in Premiums 
For wee, Se Group in 1953 


The Kemper Group of insurance com- 
panies closed 1953 with a premiums writ- 
ten volume of approximately $163,000,000, 
an increase of $6,000,000 over 1952. |: 
announcing this result H. G. Kemper, 
president of Lumbermens Mutual Casu 
alty, gave the following breakdown b 
lines aa 

Automobile premiums were $87,500,000; 
workmen’s compensation $36,000,000 ; 
health and accident $12,000,000; fire and 
allied lines $9,500,000, and general lia 
bility and miscellaneous $18,000,000. 

The group besides the Lumbermens 
includes American Motorists, American 
Manufacturers Mutual, American Farm 
ers Mutua!, Federal Mutual, American 
Motorists Fire, and Colonial 


New Senior Vice President 


Of Maryland Casualty Co. 





Bachrach 


ETON 


EDWARD L. CASTL 
recently ad 
president 

his entire 
Baltimore 


Edward L. Castleton, 
vanced to senior vice 
Maryland Casualty, has spent 


insurance career with the 
firm. Mr. Castleton started in the home 
office in 1925, going to the R. A. Brown 


Co., general agents in Birmingham, 
\la., in 1926. 

From 1931] 
manager of the 
in Birmingham. In 
pointed resident vice president at At 
lanta, remaining there until 1947 when 
he returned to the home office as ex 
ecutive vice president 


until 1934 he was _ the 
company’s service office 


1934 he 


Was ap 


CPENS SAN DIEGO OFFICE 


Continental Casualty’s Los Angeles 
branch opened a service office in Sar 
Diego on January 4. Edward Hallman 
and George Elliott, both of whom were 


perviously at Los Angeles, are the field 


representatives for this office 
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Hoosier Casualty Drops 
“Claims” for “Benefits” 


IN MOVE TO WIN FRIENDS 





Company Sees Need bee the Introduc- 
tion of New Terminology and Trends 
to Aid A. & H. Industry 


Hoosier Cauadity ee announced a 


proposed plan to better public relations 


in the accident and health insurance 


industry. Citing “sharp practices” used 


companies in 
stated that 


by some individuals and 


the past, Hoosier Casualty 


improvements have been made to elimi- 
and that 
premiums, paid to 
19.6% in 1952. 


nate these harmful antagonists 
A. & H. 


companies, rose 


insurance 
private 

Investigation by the company has dis 
closed that would be 


desirable in the area of 


certain changes 


their business 


involving public relations. 

Casualty proposes a change 
substituting the word 
“claims” and the 


standard but 


Hoosier 
in terminology, 
“benefits” for that of 
doing away with = such 
harsh sounding words as “deny,” “re 
ject,” “refuse,” “resist,” and “contest.” 
With the new word “benefits,” the cus- 
tomary process of “fling a claim against 
a company” would become a process of 
“receiving benefits from the company,” 


or more specifically, from the policy it 


self. 

The company’s monthly bulletin, “The 
Hoosier Beacon,” stated, “we all know 
that the word “claim” is a_ standard 


term in all types of insurance business, 


and of course various kinds of “claims” 
arise in other businesses as well. The 
very word “claim” implies a kind of 


or possibly the existence of two 
f view—one being that of the 
claim and the other 
being that of the person or concern 
against which the claim is made 
“In the health and accident insurance 
business the process followed by the 
policyholder in collecting money from a 
company is described as “making a 
claim,” or “filing a claim,” and more 
often than not it is a matter of filing 
claim or making a claim “against the 
company.” 
Going more 
suggests that 
be substituted for that of 
partment” and that words as “adjuster” 
and “claim adjustment” be eliminated 
too, because they seem to imply that 
before a policyholder can collect, two 
opposing points of view must be brought 
into agreement. 
Hoosier Casualty 
introduction of these new 
win friends 


contest, 
points ol 
person making the 


deeply, Hoosier Casualty 
“benefit payment division” 
“claim de- 


maintains that the 
words will 


CONTINUE AS ADMINISTRATORS 
White & Winston Again to Have 


Greater N. Y. Insurance Brokers 
A. & H. Hospitalization Plan 

White & Winston, general agents for 
United States Life, will continue as ad- 
ministrators of the group accident and 
health and hospitalization plan of the 
Greater New York Insurance Broker’s 
Association during 1954, it was an- 
nounced this week by Claude Markel, 
chairman of the association’s accident 
and health committee. 

The agency has appointed William 
Sheehy to service the group program, 
Mr. White stated. Mr. Sheehy was for- 
merly associated with Equitable Life 
and more recently with McCooey and 
Schmitz. Mr. White said that the as- 
sociation’s master contract which is un 
derwritten by the United States Life 
will be renewed for another year when 
it reaches expiration date in April. 


President Eisenhower 
On Health Insurance 


In his annual State of the Union 
message to Congress on January 7 
President Eisenhower in the health sec- 
tion of his message said he was flatly 
opposed to the soc ialization of medicine 
and declared that the great need for 
hospital and medical service can best be 


met by the initiative of private plans. 
He announced that a limited govern- 
ment reinsurance service would permit 


the private and non-profit insurance 
companies to offer broader protection to 
more of the many families which should 
have it, and on January 18 he would 
forward to Congress a special message 
presenting his administration’s health 
program in detail. 

In discussing health insurance in his 
message he said in part: 

It is unfortunately a fact that medi- 

cal costs are rising and already im- 
severe hardships on many fami- 
lies. The Federal government can do 
many helpful things and _ still avoid 
the socialization of medicine. 

The Federal government should en- 
courage medical research in its battle 
with such mortal diseases as cancer 


pose 


To Hear Martin E. Segal 

Martin E. Segal, partner in the New 
York firm of Martin E. Segal & Co, 
nationally known consultants in trusteed 
welfare funds and_ pension programs, 
will address the annual group meeting 
of the Health & Accident Underwriters 
Conference February 10 at the Drake 
Hotel, Chicago. 
DETROITERS HEAR CALLAHAN 

Tom Callahan, Milwaukee, president 
of the International Association of Ac- 
cident & Health Underwriters, spoke 
before the luncheon meeting January 11 





of the Detroit Association of A. & H. 
Underwriters. He was given a warm 
welcome. 

and heart ailments, and should con- 


tinue to help the states in their health 
and rehabilitation programs. 

The present Hospital Survey and Con- 
struction Act in order to assist in the 
development of adequate facilities for 
the chronically ill. Moreover, we 
should encourage the construction of 
diagnostic centers, rehabilitation fa- 
cilities, and nursing homes. 

The war on disease also 
better working relationship between 
government and_ private initiative. 
Private and nonprofit hospital and 
medical insurance plans are already 
in the field, soundly based on the ex- 
perience and initiative of the people 
in their various communities 


needs a 
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Occidental Life Enters 
Major Medical Field 


FEATURES OF ITS GROUP POLICY 


California Co. Offers $5,000 Limit; Mul- 
tiple Surgical Schedule, Liberalized 
Malignancy Benefits, Deductible 


Occidental Life of California has en- 
tered the group major medical field with 
a plan providing $5,000 limit per in- 
sured person, a new multiple surgical 
schedule, malignancy benefits liberalized 
to cover recurring claims, and a de- 
ductible feature which limits losses to 
the family unit to twice the deductible 
during any benefit year. 

“Instances of the total collapse of : 
breadwinner’s family finances ancuise 
of heavy medical bills are well known 
to most of us,” President Horace W. 
Brower explained. “Occidental has sur- 
veyed the insurance aspects of the ill- 
nesses and injuries that bring these 
family calamities, and has devised a 
major medical group plan which we be- 
lieve is a practical approach to the solu- 
tion of this pressing problem.” 

Offered to employes and dependents, 
Occidental’s major medical features a 
choice of deductibles, including $50, $75, 
and $100, with a $5,000 maximum 
amount payable per insured person. 

The deductible applies to any one 
benefit year, and not per disability. The 
total deductible for the family unit in 
any benefit year (the benefit year be- 
ginning the day any member cf the 
family sustains a loss that otherwise 
would have been covered under the 
contract were it not for the application 
of the deductible) will never be more 
than twice the amount deductible for 
the employe, regardless of the number 
in the family unit. 

$450 Limit for Any One Operation 

Recognizing that surgical fees the 
country over are for the most part 
based on the patients’ income, the new 
plan embraces a basic schedule with a 
$450 limit for any one operation for 
employes earning under $500 a month, 
125% of the schedule for those earn- 
ing between $500 and $750, 150% from 
$750 to $1,250, and 200% or $900 for em- 
ployes earning more than $1,250 per 
month. Other schedules are available 
to meet local requirements. 

Designed primarily for payment of 
surgical expenses in connection with the 
treatment of cancer, the malignancy 
benefit provides for surgical procedures, 


irradiation and chemotherapy _ per- 
formed in connection with the malig- 
nant condition. Where two different 


separate primary 
allowable for 


malignancies in two 
sites occur, benefits are 
both. If the malignancy recurs at the 
primary site after a full treatment 
which resulted in the arrest or appa- 
rent eradication of the malignancy, a 
further sum on account of all malig- 
nancy at the primary site is payable, up 
to twice the amount specified in the 
schedule. 

In addition, should the malignancy 
spread to secondary sites, a still fur- 
ther sum for treatment is payable un- 
der the malignancy surgical schedule. 

Outlining additional benefits under 
the plan, Mr. Brower pointed out that 
the full amount of charges made for a 
bed in a three-bed ward is payable for 
an unlimited period under the hospital 
room and board benefit. 

Coinsurance Principle 

The coinsurance principle is incorpo- 
rated in the plan by requiring the in- 
sured to pay 10% of the charges for 
special hospital services. The policy 
pays the full amount for use of an iron 
lung, $50 maximum for each period of 
hospital confinement for ambulance 
charges, up to 20% of the applicable 
surgical benefit for anesthetist fees, 75% 
of the cost of prosthetic appliances, and 
covers laboratory and x-ray examina- 
tions in or out of the hospital as per 
a laboratory and x-ray schedule. 

3ecause the plan is intended to cover 


(Continued on Page 34) 
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Condensed A. & H. Manual and Three 
New Policies Offered by U. S. Life 


The United States Life started the 
New Year with a new commercial A. & 
H. series of three policies and a simpli- 
fied classification manual—three classes 
of risks compared with the previous 
nine. In announcing these changes, J. F. 
Welch, vice president in charge of A. & 
H. activities, pointed out this week that 
the new contracts, tailor-made to fit 
individual needs, contain the following 
features: 

The modern accident and sickness 
policy will provide for men (18 to Sf 
and women (18 to 54) lifetime A. & 
five years of accident benefits and one 
year sickness benefits; first day cov- 
erage for accident and sickness, hospital 
and surgical benefits, and for men be- 
tween ages 60-75 lifetime accident and 
one year sickness. 

Schedule accident policy—distinguished 
by its flexibility, this contract will pro- 
vide for total and partial disability, 
blanket medical expense, dismember- 
ment and accidental death. Such bene 
fits are scheduled—the insured selects 
what he needs. 

The quality hospital-nurse expense 
policy, an old favorite with United 
States Life producers, completes its riew 
commercial program. Featuring broad 
coverage, it gives up to $15 a day for 
100 davs of hospitalization; broad ma- 
ternity benefits, liberalized surgical 
schedule (as much as 80% for appen- 
dectomy), nurse service and doctors’ 
visits in hospital. 

In Penge the 





interest of its 





Pohs Names LoTruglio as 
Lecturer on A. & H. Ins. 


Joseph P. LoTruglio, supervisor of 
the M. J. Denda agency of Union 
Mutual Life in New York, has been 


appointed by Herbert J. Pohs, founder- 
director of the Pohs Institute of Insur- 
ance, 132 Nassau Street, to the faculty 





Delma Studios 
JOSEPH P. LoTRUGLIO 


of the school. Mr. LoTruglio will deliver 
lectures on A. & H. insurance. 

Prior to joining the Denda Agency 
two years ago he spent 13 years in 
the Brooklyn office of Aetna Casualty 
& Surety as superintendent of its A. & 
H. department. 

A graduate of Chaminade High School, 
Mr. LoTruglio attended the School of 
Business Administration at City —< 
of New York. He served with the U. 
Army for three years in World War rt 
participating in the Normandy invasion 
and five European campaigns. 


agents about the new policies the com- 
pany hit upon a unique sales promotion 
stunt. Certain girls in the home office 
\. & H. department wrote personal and 
confidential letters in long hand early 
in December to the agents, advising that 
they had heard the rumor of “some- 
thing new and exciting” which the com- 
pany would bring out shortly. One 
paragraph of the letter read: 

“I know that you are very much inter- 
ested in the progress of the U. S. Life 
and especially the accident and health 
department, so I thought I would pass 
the advance news on to you. I am sure 
you will hear more about it, officially, 
later on. Yours for a bigger and better 
A. & H. production in 1954.” 

The postscript to this letter was in- 
triguing: “I would prefer that you keep 
this letter and its contents confidential.” 


NEW “CAMP-GARD” POLICY 
Offered by Continental Casualty With 
Blanket Medical Reimbursement 
Benefits Increased to $2,000 
A new campers’ medical expense in- 
surance policy, known as “Camp-Gard,” 
has been announced by Continental 
Casualty. Frank V. McCullough, super- 
intendent of the company’s special risks 
division, says that the new coverage, 
which is available to all resident organi- 
zational and church camps, features the 

highest limits yet offered. 

Specifically, the improved policy will 
pay blanket medical reimbursement ben- 
efits up to $2,000 for each accident and 
each sickness incurred by campers, with 
identical limits for accidental death or 
dismemberment and for polio expenses. 

The greatest increase, says Mr. Mc- 
Cullough, is in sickness benefits which 
normally pay up to $350. Accident bene- 
fits are increased from a former limit of 
$1, 500. He indicates that “Camp-Gard” 
is the latest in a series of innovations 
and improvements “initiated in 1944 
when Continental opened up the camp- 
ers’ market with the introduction of the 
first camp insurance policy.” Mr. Mc- 
Cullough says further: 

“The fact that the frequency of 
accidents has dropped in recent 
tribute to the excellent 

conducted by our 
However, the cost of medical 
continues to increase, thus 
high medical benefits in 
necessity for adequate 
he commented. 


camp 
years 
safety 
nation’s 


Sa 
program 
camps. 
treatment 
making the 
‘Camp-Gard’ a 
financial protection,” 
Describing the policy as “an outstand- 
ing value” at 75 cents per camper per 
week, Mr. McCullough said that the 
“Camp-Gard” is a direct result of Con- 
tinental’s close cooperation with the 
American Camping Association and the 
Association of Private Camps. 


VA. BLUE CROSS RATES 


Hearing Set for February 1; Petition 
Asks for 13% Increase Based on 
Higher Costs in Last Two Years 
A public hearing on petitions for rate 
increases by the Virginia Hospital Serv- 
ice (Blue Cross) and the Virginia 
Medicai Service Association (Blue 
Shield) has been set for February 1 
by the Virginia State Corporation Com- 
mission. The two groups filed petitions 
asking for rate increases of about 13% 
on hospitalization and medical-surgical 
insurance policies in central and south- 
ern Virginia, covering such localities as 
Richmond, Charlottesville, | Danville, 
Farmville, Hopewell, South Boston and 

the counties in those areas. 

About 350,000 persons are members of 
the Blue Cross plan, and would be af- 
fected by the rate changes. About 85% 
of that number have Blue Shield con- 
tracts. 

In seeking the Blue Cross increases, 


Bankers National Has 
New “President” Series 


THREE BROADENED A.&H. PLANS 


First Day Lifetime Sickness and Acci- 
dent Benefits Available by Rider; 
Ray E. McCue Gives Setup 

Ray E. McCue, A. & H. manager of 
3ankers National Life, Montclair, N. J., 
has equipped agents of the company 
with full details on the new and revised 
policies and practices by means of 
which the Bankers hopes to make 1954 
its biggest A. & H. production year to 
date. 

Three new plans in a new “president” 
policy series have been put on the mar- 
ket. The basic contract, known as the 
“president,” features first day accident 
benefits for 50 months and first day 
sickness benefits for 12 months. In 
addition the following are available on 
an optional basis: total and partial dis- 
ability, non- disabling injury benefits, 
waiver of premiums (after 90 days) in 
case of permanent total disability 
through accident or confining sickness, 
and recurrent disability clause. This 
coverage is designed to be sold, says 
Mr. McCue, when maximum flexibility 
is desired. 

The second plan, called the ‘“execu- 
tive” policy, appeals to the buyer who 
can afford and wants the best. It in- 
cludes all the optional benefits available 
in the “president” plan, on the basis of 
$200 per month in benefits. 

The third policy, called the “paycheck” 
plan, has been especially designed to 
help the agent write small groups in 
volume. It can be issued on a basis of 
monthly, quarterly, semi-annual or an- 
nual premium payment at the option of 
the group. Should the group terminate 
for any reason, or should an individual 
drop out of the group for any reason, 
the coverage can be continued on an 
individual basis by premium payment 
direct to the home office. Monthly pre- 
miums, however, are not accepted ex- 
cept as a group. This plan provides a 
maximum monthly indemnity for males 
of $300 per month and $200 per month 
for females. 

Lifetime Income Benefits 
3ankers National's 
new contracts is the introduction of 
lifetime sickness and accident benefits 
as well as additional monthly indemnity 
while in hospital are available by rider. 
The company will provide first day cov 
erage for life on both accident and 
sickness. 

As an aid to quick and easy 
agents have been equipped with three 
brochures, each leading off with a mes 
sage from Ralph R. Lounsbury, presi- 
dent of the company. On the inside 
pages of each the coverages are con- 
cisely explained and the application is 
conveniently located. “When this point 
is reached,” says Mr. McCue, “it is so 
simple to make the transition from our 
presentation into the close by the timely 
use of one of a number of appropriate 
questions, e.g., “Have you seen a doc- 
tor in the last five years?” or “when 
were you born?” 

All the rates are conveniently shown 
on the back page of the brochure, fig- 
ured on semi-annual and monthly as 
well as annual basis. 


Big feature of 


sales, 


ON TRINITY CHURCH PROGRAM 

Ellis H. Carson, president of National 
Surety Corp., is one of the business 
men speakers in the series of Wednes- 
day noon meetings at Trinity Church, 
Broadway and Wall Street, New York 
ag is scheduled to speak on February 


the association said hospital operating 
costs increased 9.4% in 1952, with fur- 
ther increases nipeeted in 1953. Pro- 
posed additional Blue Shield services 
would cost an estimated $511,000 a year 
and make the rate boost nec essary, the 
petition said. 





Mildred Brackmann Honored 


Mildred Brackmann, 
Murphy, 


secretary to Ray 
Asso 
ciation of Casualty & Surety Companies, 


general counsel of the 


was honored at a luncheon at the Bank- 
ers Club on the occasion of her 25th 


anniversary with the organization. J 


Dewey Dorsett, general manager, pre 


sented her with a gift from the asso- 
ciation. 

Brook 
High 
School, came to the association on Janu 
ary 11, 1929. She has been secretary to 
Mr. Murphy since 1940. In 
Mr. Dorsett and Mr. 
eon was attended by those who have 
been with the association for more than 
15 years. 


Mrs. Brackmann, a native of 


lyn and a graduate of Bay Ridge 


addition to 


Murphy, the lunch 


Ferrier Eastern Manager, 
Manufacturers Casualty 


Benjamin F Ferrier, vice president, 
Manufacturers Casualty, P —— 
has been appoin ited eastern manager, it 
has been announced by John L My lod, 


FERRIER 


BENJAMIN F 


chairman. Mr. Ferrier succeeds George 
McCagg, deceased 

Mr. Ferrier initiated his 
career with the Travelers as a 
agent in 1920. In 1922, he became 
ated with the Globe Indemnity, resigning 
that position in 1929 to Beer the Rew 
Amsterdam, where he served as under- 
writer and assistant manager. He joined 
Manufacturers Casualty Group in 1943 
as superintendent of underwriting, later 
becoming vice president and manager of 
their grees gory metropolitan depart- 
ment. He held the latter office until the 
present appointment, which becomes ef 
fective immediately, Mr. Mylod said 


insurance 
special 


associ 


Dewey Asks Comp. Increase 
Based on Higher Wage Rate 


Basing his request on an increase ot 
average weekly wage of production 
workers from $49.40 in 1946 to $71.06 
in 1953, Governor Dewey in a special 
message to the legislature, has asked 
for an increase in benefits for disability 
benefit insurance and workmen’s com 
pensation as follows: 

Maximum disability benefits under 
the disability benefits law from $30 to 
$33 per week, with the additional cost 
to be borne by the employer 

Maximum benefits for workmen’s com 
pensation insurance from $32 a week 
for a disabled employe and from $35 a 
week for the widow in the event of 
death, to $36 a week for the disabled 
worker and $40 a week for the widow 
in death cases. 
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Michigan Agents Association’s Study 
Of Compulsory Automobile Insurance 


The Michigan Association of Insur- 
ance Agents is providing its member- 
ship with a comprehensive study of com- 
pulsory automobile insurance, believed to 
be the first attempt by an agents’ group 
to present a well-documented analysis 
of this problem. The apparent major 
bjectives of a compulsory law, it is 
noted, are: increased highway safety 
ind complete indemnity for bodily in- 


jury or property damage arising from 
yperation of a motor vehicle 
The law meets neither test, it is con 
tended. None of the 1,727 lives lost in 
traffic accidents last year in Michigan 
uld have been saved by such legisla- 


tion, it is stated, nor could the 49,110 
injuries have been prevented, or reckless 
1 into prudent ones. 

“Remember,” the bulletin warns, “none 
the dead and injured who themselves 
were neglige would have a_ claim 
against the ier driver, whether in 
sured or not; neither would compul- 
sory liability insurance provide any in 
demnity where all parties are guilty of 

ntributory negligence.” 

It was further noted that the 526 fatal 
ccidents and more than 4,000 other 
casualty accidents involving but one car 
would be unaffected by a compulsory 


lrivers converte: 





Rates, however, would have been sky- 
rocketed, judging by results in Massa- 
chuseitts where five of the nation’s 10 
highest rated territories are located 
Boston’s bodily injury claims double 
those for any other large city, it was 
cited, and an Massachusetts 
motorist pay three times the premium 








for identi coverage in Michigan. The 
many dificiencie in the Massachusetts 
system, deseite 26 years’ experience 
which has failed to find corrective 
answers, also are listed 


Seven major - effects would follow adop- 
m of such a law in Michigan, it is 
tated - 1—Retarded safety programs; 
shrunken market capacity; 3—higher 
rates; 4~—increased ‘ealiene il pressure; 
5—creation of many new carriers; 6— 
reduction in quantity and quality of cov- 
erage; 7—disappearance of adequate 
ents commissions and service. Out of 
this situation only “occasional” help 
would be accorded “occasional” motorists 
under “limited circumstances where a 




















legitimate claim is not collectible,” it is 
ymncluded. 

Michigan’s financial responsibility law 
ind similar statutes in other states are 
hail ed as ech sounder legislation and a 
new departure in coverage is seen as 

oviding the answer to the only argu- 
ment in be f a compulsory law. 
This is a casualty coverage which com 
panies are preparing to offer nation 
vide under which the individual motorist 


Mutual Auto Rates in Ind. 
The Indiana Insurance Department 
as approved a filing of the Mutual In- 
surance Rating Bureau involving a re- 
vision of private passenger automobile 
classifications and rates to be effective 
January 4, 1954. The changes will apply 
to policies written on or after that date 
and may be applied to policies written 
to become effective between November 
1, 1953 and January 4, 1954. 
\s a result of these changes, rates 
be increased for some risks and re 


duced for others. The over-all statewide 
effect of the rate changes will be an in 
crease in rate hel of approximately 


3.0% for private passenger bodily injury 
liability and 1.0% for private passenger 
property damage liability. 

The Indiana Insurance Department 
has also approved the introduction of 
sainuadiile bodily injury liability  in- 
creased limits tables 1 and 1A_ which 
presently apply in practically all states. 


is enabled to protect himself against 
any loss resulting from an accident 
caused by an uninsured driver. It is 
speculated that cost of this coverage 
may be less than 2% of the “normal 
B. I. and P. D. premiums,” making it a 
bargain as compared with the provably 
excessive costs of coverage under a com- 
pulsory law. 

It is asserted that only the American 
Mutual Alliance and the State Bar of 
Michigan have declared themselves in 
favor of a compulsory law. The former 
organization embarrassed mutual agents 
by this stand, it was noted, “and a 
strange silence has since prevailed.” 
Contacting of individual attorneys by the 
association officers, it was noted, has 
failed to discover any who actually 
favored the plan on which the state 
bar declared itself. 

Local agents are advised to “know 
these facts and refute the idle chatter 
of the do-gooders and uninformed” and 
to “see that local officials, publishers and 
civic groups are at least aware of the 
information at your disposal on_ this 
subject involving every automobile 
owner.” “Remember,” is the final in- 
junction, “the uninsured motorist is an 
irresponsible citizen; compulsory insur- 
ance cannot alter that fact.” 


Big Bill 
(Continued from Page 17) 


then to secretary of the department 
and assistant secretary of the other 
Travelers Companies in March, 1953. 

Mr. Hart held memberships for many 
years on various committees of the Na- 
tional Bureau of Casualty Underwriters, 
NAUA, Canadian Automobile Under- 
writers Association, and other rating 
organizations. He was always ready 
and willing to lend a_ helping hand. 
This was true in his contributions of 
articles to insurance magazines and 
other business publications and the ad- 
dresses he made on automobile insur- 
ance at various meetings. His affilia- 
tions included past president, Travelers 
Men’s Club, past grand knight of River- 
side Council, kK. of C., Winsor Locks; 
membership in the Laymen’s Retreat 
League and the Hartford Club. 

He is survived by his wife, Mrs. M. 
Dolores Rohan Hart; a brother, Henry 
J. Hart, and a sister, Miss Margaret M. 
Hart. Following the funeral in Hart- 
ford last Thursday morning a_ solemn 
requiem mass was held in St. Thomas 
the Apostle Church, West Hartford. 
In attendance at the services were hun- 
dreds of his associates in the insurance 
business, with Chairman Francis W. 
Cole and President J. Doyle Dewitt of 
the Travelers serving as honorary pall 
bearers. 








Are your clients complaining about the cost of their automobile 
insurance? Do you wish you could head off such complaints 
before they start—by acquainting the public with the story 
behind automobile insurance rates, told in a dramatic, 


convincing way? 
Then “Dollars and Sense, 
film, is made to order for you. 


” the newest Zurich-American 


By means of a fast-moving story it shows how automobile 
insurance rates are affected by various factors—particularly 
by unjustified awards which may be granted by juries in 


automobile liability suits. 


Arrange for a preview through the nearest Zurich-American 
office. Then, when you see the job this film can do for you, 
you can book it on a loan basis. Don’t put it off. Do it today! 


AURICH- 


AMERICA! 


INSURANCE COMPANIES 





Zurich General Accident and Liability Insurance Company, Ltd. 
American Guarantee and Liability Insurance Company 


HEAD OFFICE: 135 $. LASALLE ST., CHICAGO 3, ILLINOIS 


SEES LAWYER-DOCTOR RACKET 


Jack Salant, N. Y. Department, Says 
It Has Been Important Cause of 
High B.1.-P.D. Claim Costs 
Jack Salant, associate examiner in the 
New York State Insurance Department, 
in his lecture January 6 before exam- 
iners of the Department, asserted that 
the “lawyer-doctor racket” has been an 
important cause of high claim costs 
since the close of World War II. Point- 
ing to the increased losses suffered by 
casualty carriers in settling B.I. and 
P.D. claims, Mr. Salant declared that 
they were the result not only of infla- 
tion but were also attributable to the 
wide discrepancy which often exists be- 
tween actual damages and the ultimate 

cost of disposition. 

He maintained that the “lawyer-doc- 
tor racket” exists in varying degrees in 
almost every community in the country. 

In his lecture Mr. Salant discussed 
such other subjects as the nature of 
various liability coverages, the spi 
common to them, the legal basis of lia- 
bility, the claim process, and he: ele- 
ments to be considered in setting up 
reserves. The lecture had been prepared 
by Jesse A. Pulis of the Department, 
who was prevented by a severe illness 
from addressing the examiners. 

This was the 11th in a series of 30 
planned lectures for the second year of 
the Department’s in-service training 
program, Deputy Superintendent of In- 
surance Adelbert G. Straub, Jr., an- 
nounced. 

On January 13 John A. Sellon, vice 
president, American Re-Insurance Co., 
discussed casualty reinsurance, and Wil- 
liam S. Connell, actuary and vice presi- 
dent, North American Reassurance Co., 
told about life reinsurance. 


SPRING TERM OF INS. SCHOOL 


58 Courses, Many Given Only in Spring; 
Registration Closes Feb. 5; Enroll- 
ment Now at All-time High 
The Spring semester of the School 
of Insurance of the Insurance Society 
of New York, Inc., will begin Mon- 
day, February 8, 1954 according to an 
announcement by Arthur C. Goerlich, 
Dean. <A curriculum of 58 different 
courses on insurance is available this 

term for selection by students. 

An increase in the size of the student 
body this year has brought total regis- 
tration at the Insurance Society to 
2,191. The average age of this group 
has been on the increase for several 
years and is now slightly over 30. The 
youngest student is 17 while the oldest 
is 64. Of this large group 55% have 
attended college and 35% have at least 
one degree. 

Certain courses are only given during 
the Spring semester. They are as fol- 
lows: 

Suretyship, Investigation and Adjust- 
ment of Casualty Insurance Claims, In- 
surance Fundamentals for Casualty En- 
gineers, Compensation Insurance Claims 
Seminar, Casualty Payroll Audit, Gov- 
ernment and Social Problems, Business 
Interruption Insurance Loss Adjusting, 
Fire Insurance Rating, Risk Analysis 
and Surveys, General Shipping Pro- 
cedure, Ocean Marine Insurance Loss 
Adjusting. 

It has always been the aim of the 
society to make the courses as practical 
as possible. This is done through the 
use of insurance men as instructors, and, 
in addition, field trips so that the stu- 
dents can see activities as well as hear 
about them. The maintenance of small 
classes, which make possible the inter- 
change of ideas between student and in- 
structor and the use of visual aids also 
helps to attain this end. 

The last date of registration for the 
Spring semester is February 5. Most 
of the students who are presently at- 
tending classes will continue their work 
through the Spring semester, so it is 
important that those who wish to 
begin their studies register at once. 
A choice of nights will be available to 
those who register early. 
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National Bureau Revises 
Liability Rates in Ind. 


The National Bureau of Casualty Un- 
derwriters has announced new automo- 
bile liability rates in Indiana, effective 
January 4. Under the new rates mo- 
torists whose cars are insured by Na- 
tional Bureau companies will pay less, 
as a whole, for their insurance than 
formerly, 

This over-all statewide average rate 
reduction results from an adjustment of 
basic limits rates, a revision of the 
charges for higher limits of coverage 
and introduction of a new private pas- 
senger car classification plan, the bureau 
said. It pointed out that under the re- 
vision each of the eight rating terri- 
tories in the state will continue to pay 
its own way ratewise. In those terri- 
tories where automobile liability ex- 
perience improved, rates have been ad- 
justed to the benefit of insureds, the 
bureau explained, while in territories 
with unfavorable experience the rates 
have been adjusted to reflect the ad- 
verse trend. 

“For the many automobile owners 
who buy bodily injury liabiliity insur- 
ance above the basic limits of $5,000/ 
$10,000, the percentage charge for cov- 
erage above the basic limits will be 
lower than before,” the bureau stated. 
“The downward revision in these 
charges applies not only to private pas- 
senger automobiles but also to commer- 
cial cars and long haul truckmen. It 
results in a reduction of approximately 
33% in the increased limits charges for 
private passenger cars and a reduction 
of about 17% in the increased limits 
charges for commercial cars and long 
haul truckmen. These charges are re- 
duced because the same increased limits 
tables in effect in most states through- 
out the country are now effective in 
Indiana.” 


N. Y. TAXI LIABILITY RATES 


NBCU Changes Effective December 30; 
Five Territories Affected, Three Get 
Reductions, Two Are Increased 
New public livery and taxicab liabil 
ity insurance rates for certain rating 
territories in New York State have 
been announced by the National Bureau 
of Casualty Underwriters on behalf of 
its member and subscriber companies. 
The new rates, which apply to basic 
limits coverage, were effective Decem- 

ber 30. 

Outside of New York City, five terri- 
tories are affected by the rate revision. 
These are territories 8, 13, 24, 32 and 
45. Public livery and taxicab rates for 
bodily injury and property damage com- 


bined are reduced in three of these 
territories and increased in the other 
two. 


The combined annual rate is reduced 
$53 in territory 8 (Albany territory), and 
$73 in territory 13 (Syracuse territory) 
and $53 in territory 24 (Ossining terri- 
tory). The combined rate is increased 
$23 in territory 32 (Suffolk County) and 
$13 in territory 45 (all of Chenango, Del- 
aware, Otsego, Scholarie, Schuyler, Tioga 
and Yates Counties and parts of Albany, 
Broome, Cayuga, Chemung, Cortland, 
Greene, Madison, Ontario, Seneca, Sulli- 
van, Tompkins, Ulster and Wayne 
Counties). 

In New York City, the public livery 
and taxicab rates remain unchanged ex- 
cept that the owner-driver taxicab rate 
is increased $12 a year per car for terri- 
tories 1 (Manhattan, Brooklyn and 
Bronx), 2 (Queens territory) and 3 
(Queens suburban territory). 


MINNESOTA COMP. HEARING 

A special hearing will be held in Janu- 
ary by the Minnesota Compensation In- 
surance board to consider a request for 
a 20% cut in special premiums charged 
for two occupational diseases—asbestosis 
and silicosis. Employers contend the 
rates on these two diseases is too high. 
Otherwise all compensation rates remain 
unchanged until about August 1, 1954, 
when another hearing will be held to 
determine rates for the next year. 


WESTERN CAS. STOCK OFFER 

A registration statement has been 
filed with the Securities and Exchange 
Commission covering a proposed offering 
of 150,000 shares of Western Casualty & 
Surety Co. common capital stock, $5 par 
value. Shares will be offered initially 
to stockholders in the ratio of one new 
share for each two shares held oi 
record. The company recently split its 
capital stock two-for-one, bringing cap- 
italization to 300,000 shares of common 
capital stock, $5 par value. The com- 
pany has no funded debt or preferred 
stock. 


ALLSTATE’S JACKSON OFFICE 

Allstate has leased 17,000 sq. ft. in the 
Milner Building, Jackson, Miss., for the 
establishment of a 
according to J. B. 
dent in charge of 
The Jackson office, 
April 1, will serve 
holders in Arkansas, 
tucky, Mississippi, and Tennessee. All 
state, rated as one of the three largest 
automobile insurance companies in the 


country, has over 2,000,000 policyholders 
and wrote an estimated $175,000,000 in 


new regional office, 
Branch, vice presi- 
field administration. 
scheduled to open 
Allstate’s policy- 


Louisiana, Ken- 


BALTIMORE CLUB ELECTION 

The Casualty & Surety Club of Bal 
timore at a recent meeting of its board 
of governors the following ot 
ficers for 1954: President—R. N. 
Sr., Maryland Casualty; vice president 
—Arthur D. Eierman, New Amsterdan 
Casualty; secretary—R. Glover Baue 
Jr., United States F. & G, and treas 
urer-——-C. M. Snyder, New Amsterdam 
Casualty. 


elected 
Brow Nn, 





premiums in 1953. The company’s home 
Skokie, III. 


office is in 





Protect your Business 
with American Surety’s 





3D policy! 





you never know 
when you may 

suffer loss of money 
and securities 


from... 








But you can protect yourself by just 
calling our nearest agent. He’ll 
show you how our 3-D policy works! 


Call him now— or write Agency & Production Department for his name. 


AMERICAN SURETY 


COMPANY 


100 Broadway * New York 5, N. Y. 


FIDELITY * SURETY * CASUALTY * INLAND MARINE * ACCOUNTANTS LIABILITY 
AVIATION INSURANCE THROUGH U. S. AIRCRAFT INSURANCE GROUP 
OF WHICH WE ARE MEMBERS 





Protect your Business 
with American Surety’s 


3-D policy! 


you never know 
when you may 


suffer loss of money 









and securities 








...and to help you sell the 

3-D Policy, American Surety is 
running a timely advertisement in 
business magazines .. . reprinted 
immediately to the left. 
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“Mailroad to Prorits”—letter-size 
sales message is mailed to our 
agents each month. It gives them 
the facts about one line and offers 
practical ideas to help them sell. 
The current issue features the 

3-D Policy. 

Discover how “Mailroad to Prorits” 
can help you! For your free copy, 
just mail the coupon . . . there’s 
no cost or obligation. 


AMERICAN SURETY company 
Agency & Production Department 
100 Broadway 

New York 5, N. Y. 


Please send me your issue of “Mailroad te 
Profits” featuring the 3-D Policy. 


Name 
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Fireman's Fund Buys National Surety 


(Continued from Page 1) 


both companies. Long a leader in the 
fire and marine classifications, Fire- 
man’s Fund, through this acquisition, 
will strengthen its facilities in the casu- 
alty insurance lines and adds to our 
facilities in the important fidelity, surety 
and burglary business in which Na- 





Fabian Bachrach 
ELLIS H. CARSON 


tional Surety has occupied an impor- 
tant position for many years. 

“A broader investment base both as 
respects diversification and geographical 
spread of insurance risk is provided for 
our shareholders. The employes of both 
organizations will find, I am_ sure, 
vreatly expanded opportunities in their 
chosen field of endeavor.” 


Statement by Mr. Dietz 


Arthur O. Dietz made the following 
statement : 

“Since National Surety Corporation 
was acquired in 1936, C.I.T. has re 
ceived large profits on its investment 
in National Surety and this sale, which 
was for cash, will now result in a fur 
ther substantial profit to C.1.T. on its 
investment. 

“When we purchased National Surety 
Corp., its operations were confined al 
most entirely to the writing of fidelity 
and surety bonds. Today its activities 
also include various types of liability, 
casualty and property insurance, othe 
than fire. 

“In recent years conditions have 
changed materially in the insurance in 
dustry because of the growth of mul 
tiple line writing. National Surety has 
now reached a point in its expansion 
which requires it to enter additional 
fields of insurance already well devel 
oped by other insurance companies, in 
cluding the Fireman’s Fund Group. Be 
cause the Fireman’s Fund today writes 
practically every form of insurance ex- 
cept life insurance, it will be able to 
capitalize on the strong position which 
National Surety holds in the surety, 
bonding and casualty fields. However, 
for National Surety to maintain its com- 
petitive position under C.I.T. ownership 
it would have been necessary to enter 
new fields of insurance which would 
require on C.I.T.’s part the investment, 
vith little or no return for a consider- 





Manion Elected Director 

\t a recent meeting of the board of 
directors, Peter E. Manion, vice presi 
dent, was elected a director of London 
& Lancashire Indemnity. At the same 
time, Ferrer U. Lodola and Richard T 
Wivagg were appointed superintendents 
of the accident and health and compen- 
sation and liability departments, respec- 
tively 


able time, of a substantial amount of 
additional capital funds. Our manage- 
ment feels that these funds, plus the 
large sum made available through this 
sale, can be more profitably employed in 
other operations of C.I.T. and in its fu- 


ture program. 





JAMES F. CRAFTS 


“C..T.’s other extensive insurance ac- 
tivities will not be affected by the sale 
of National Surety. These operations, 
in the automobile insurance field, are 
conducted by Service Fire Insurance 
Co. of New York, and Service Casualty 
Co. of New York, and in the life in- 
surance field by Patriot Life Insurance 
Co. which we organized about a year 

9 


ago. 


American Casualty Credit Plan 
(Continued from Page 27) 


time lacked sufficient creditability. The 
two-year period was selected both be- 
cause of its greater creditability and to 
encourage safe driving. He estimated 
that for the average territory and classi- 
fication, an automobile will be involved 
in only one accident every seven years, 
so that a 10% credit for two years of 
accident-free operation is a generous 
reward, and a strong incentive for safe 
and sane driving on streets and high- 
ways. Each policy issued by the com- 
pany under the “no-accident” credit 
plan will carry a gummed sticker on the 
face, stating that a “no-accident” credit 
has been allowed. 

With the seven classification rating 
schedule and the 10% “no-accident” 
credit plan, the company feels that it 
has the answer to the demands of the 
accident-free public which represents 
more than 85% of motorists. 

The 10% “no-accident” credit plan is 
applicable only to cars classified as pri- 
vate passenger automobiles in the man- 
ual. It is not applicable to any policy 
written under an assigned risk plan, to 
automobiles which are fleet or experi- 
ence rated, or which are rated on a 
payroll basis. 


GEARY RECEIVES PROMOTION 

Mr. John A. Geary has been ap- 
pointed assistant superintendent of the 
home office engineering department of 
Employers’ Group. The announcement 
was made by Edward A. Larner, ex- 
ecutive head of the group. 

Mr. Geary became associated with 
the Employers’ Group in March, 1946, 
and has served in the capacity of di- 
rector of all training activities within 
the home office engineering department, 
as well as carrying on a large amount 
of safety supervisory training in in- 
dustrial plants which are insured by 
the Employers’. 
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Occidental’s Major Medical 
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unexpected major medical expenses, 
benefits for normal childbirth are not 
included. However, reflecting the pur- 
pose of the plan, hospital benefits are 
payable beginning with the eighth day 
of hospital confinement. In addition, 
amounts are also payable under the sur- 
gical schedule for extra-uterine preg- 
nancy or Cesarean section. 

A therapeutic treatment schedule is 
included which provides money for 
treatments administered by a_ licensed 
therapist who has been referred to the 
patient by the attending physician. 

The plan pays up to 50% of the ex- 
penses incurred, except for pregnancy, 
for the services of a registered nurse. 

For doctor calls, the plan, according 
to geographical area requirement, pays 
up to $7.50 for treatments at home and 
$5 for treatments while confined in a 
hospital (for both employes and de- 
pendents) and $5 for treatments at a 
doctor’s office. Office treatment benefits 
are applicable to the employe only, and 
then when he is disabled and prevented 
from following his normal occupation. 

Occidental will install its plan when 
at least 75% of the eligible employes (a 
minimum of 35 insured) have enrolled. 
It will not be underwritten without a 
substantial employer contribution, 50% 
being the recommended amount. Free 
choice of physician and surgeon is au- 
tomatic, and no medical examination is 
required. 


Bohlinger Renews Attack 
On Voluntary Auto Plan 


Alfred J. Bohlinger, New York Super- 
intendent of Insurance, in a letter to 
members of the State Legislature, has 
renewed his arguments against the vol- 
untary auto plan suggested for legisla- 
tive consideration by the New York State 
Association of Insurance Agents, Mutual 
Insurance Agents’ Association of New 
York State and the Insurance Federa- 
tion of New York. 

In his letter, the Superintendent 
pointed out that the plan “will cost in- 
sured motorists of this state about $6,- 
000,000 on top of the $300,000,000 they are 
already paying for automobile insur- 
ance,” and insisted that the plan would 
not solve the problem. In contrast, he 
stated, compulsory automobile insurance 
legislation would not cost insured motor- 
ists another penny. It would put the 
financial burden where it belongs—on 
the uninsured motorist. 

The Superintendent also questioned 
the non-profit feature of the voluntary 
plan, saying that approximately one-half 
of the additional cost “will go into the 
coffers of the insurance companies, 
agents and brokers.” 


TEX. WAR EXCLUSION AMENDED 

The “exclusion” rule of the water 
damage and explosion and the aircraft 
and other vehicle damage coverages, 
under combination residence policies, has 
been amended in Texas to delete the 
word “invasion” and to add the following 
phrase, “or to any act or condition inci- 
dent to the foregoing,” according to 
Charles H. Robuk of the Texas Insur- 
ance Department. It was explained that 
the word “invasion” is redundant and 
that the new phrase is designed to ex- 
clude damage resulting from looting, 
pillaging or sabotage which while inci- 
dent to war, are not per se acts of war. 
Likewise the amendment conforms to the 
war risk exclusion recently approved for 
residence glass insurance. 

Joins Oklahoma Law Firm 

Henry W. Nichols, Jr., son of the 
vice president and general counsel of 
National Surety Corp., has been ad- 
mitted to one of leading law firms of 
Oklahoma City—Looney, Watts, Ross, 
Looney & Nicholas. 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


ORGANIZED 1855 
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GIRARD INSURANCE COMPANY OF PHILADELPHIA, PA. 


ORGANIZED 1853 
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NATIONAL-BEN FRANKLIN INSURANCE COMPANY OF PITTSBURGH, PA. 


ORGANIZED 1866 
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MILWAUKEE INSURANCE COMPANY OF MILWAUKEE, WIS. 


ORGANIZED 1852 
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ROYAL GENERAL INSURANCE COMPANY OF CANADA 


ORGANIZED 1906 
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THE METROPOLITAN CASUALTY INSURANCE COMPANY OF NEW YORK 


ORGANIZED 1874 
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COMMERCIAL INSURANCE COMPANY OF NEWARK, NV. J. 


ORGANIZED i909 
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YALTY GROU 


Home Office: TEN PARK PLACE, NEWARK 1, NEW JERSEY 
Western Department: 120 South La Salle Street, Chicago 3, Ill 
Pacific Department: 220 Bush Street, San Francisco 6, Calif 
Southwestern Department. 912 Commerce St, Dallas 2, Tex 


Canadian Departments. 800 Bay Street, Toronto 2, Ontario ‘ 
535 Homer Street, Vancouver 3, B.C 





Foreign Departments: 102 Maiden Lane, New York 5, New York 
206 Sansome St , San Francisco 4, Calif 






































A. L. Anderson 
Green Bay, Wisconsin 
Andy W. Anderson 
Spokane, Washington 
Charles O. Anderson 

Sterling, Illinois 

Jacob H. Andes 
Los Angeles, California 

Fred R. Bannister 
Baltimore, Maryland 

Joseph Barrett 

Newark, New Jersey 
Thomas P. Baskin 
Asheville, North Carolina 
Joseph A. Bentley 

Houston, Texas 
Lawrence H. Blevens 
Indianapolis, Indiana 

Ralph T. Bloxsom 

Jackson, Michigan 
Harold A. Boadway: 

Detroit, Michigan 

Harry S. Bolles 
Green Bay, Wisconsin 

Eugene Bollmeier 

St. Louis, Missouri 

Cloyd E. Boner 

Baltimore, Maryland 
Lewis Borne 

Honolulu, Hawaii 

Fred C. Bowen 
Spokane, Washington 

William E. Brannon 
Albuquerque, New Mexico 
August Braun 

St. Louis, Missouri 

Todd D. Brewster 
Pittsburgh, Pennsylvania 
George B. Campbell 
San Diego, California 

Howard F. Casey 
Son Francisco, California 

Leon D. Cate 

Des Moines, lowa 

Jackson E, Chase, Sr. 
Miami, Florida 
Harry R. Crauder 
Indianapolis, Indiana 
Tony Criswell 

Billings, Montana 
Walter D. Crittenden 

Buffalo, New York 
Henry S.C. Cummings 

Boston, Massachusetts 
H. H. Cutts 
Cleveland, Ohio 
Thomas M. Durham 
Shreveport, Lovisiana 
Alexander Faulkner 

Rochester, New York 

Russell M. Firby 
Sacramento, California 

C. B. Graham 
San Diego, California 

Alfred L. Harding 

Detroit, Michigan 

Russell C. Holler 

Indianapolis, Indiana 

Earl C. Holloway 

Okloh City, Oklah 








Robert Holt 
indianapolis, Indiana 
Walker A. Holt 
Asheville, North Carolina 
Glenn C. Hopkins 
Dayton, Ohio 
Cecil J. Hopper 


Denver, Colorado 


E. T. Edgerton 
Asheville, N. C. 


MaxA. Blackburn 
Indianapolis, Ind. 


James D. Stanley 
Albuquerque, N. M, 


Paul C, Blackburn 
Indianapolis, Ind. 


Malcolm Morse 
Boston, Mass. 


Lee F. McCahren 
Sioux Falls, S. D. 


Robert W. Hannah 
Chicago, Ill. 





Roland G. Quam 
Fargo, N. D. 
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Roscoe M. Porter 
Richmond, Va, 


H.R. Henderson 


A. T. Edgerton 
Seattle, Wash, 


Meridian, Miss. 


E. L. Franklin 
Shreveport, Lo, 


Stephen L. Neas 
Roanoke, Va. 


WE'VE BUILT OUR COMPANY | / 


So te” "WSS CK” & 
he 
G 64 


Ninety-one members of our present 
sales organization—the thirteen general agents pictured and 
the seventy-eight special agents whose names appear—were 
among the founders of The Paul Revere Life Insurance 
Company on June 10, 1930. And, in substantial measure, 
our growth and progress has been their accomplishment of 


the past twenty-three years. 


The record of distinguished field service 
of these ninety-one original founders expresses their loyalty 
more adequately than words. Moreover, it reflects the 
career opportunities which they have found in The Paul 


Revere Life Insurance Company. 








Ray Hornberger 


Philadelphia, Pennsylvania 


Robert A. Horner 
Pittsburgh, Pennsylvania 
Frank W. Howarth 
St. Louis, Missouri 
Fred P. Hummel 
Cleveland, Ohio 
Donald G. Johnson 
Seattle, Washington 
Harry G. Jones 
Dallas, Texas 
Ward Kille 
Jackson, Michigan 
Clarence P. Lane 
Syracuse, New York 
Ray LaRue 
Indianapolis, Indiana 
Walter R. Ledbetter 
Dallas, Texas 
Arthur T. Ledwich 
Spokane, Washington 
Harvey M. Lohr 
Jackson, Michigan 
William F. Lowry 





A. L. Lyttle 
Los Angeles, California 
E. H. Mangold 
Seattle, Washington 
James H. Marks 
Columbus, Ohio 
Wilson |. McCahren 
Harrisburg, Pennsylvania 


Ben McNabb 


Greensboro, North Carolina 


J. Lloyd Minich 
Wichita, Kansas 
James T. Montano 
Los Angeles, California 
Otto J. Nagel 
Billings, Montana 
Stanley M. Neal 
Toledo, Ohio 
Tony Ness 
Sedalia, Missouri 
John W. Numbers 
Indianapolis, Indiana 
Howard S. Page 
Spokane, Washington 
Harley E. Parker 
Portland, Oregon 
S. G. Platner 
Sterling, Illinois 
Donald E. Powell 
Roanoke, Virginia 
James T. Richey 
Asheville, North Carolina 
George E. Rogers 
Indianapolis, Indiana 
Herbert J. Schoepper 
Detroit, Michigan 
Don M. Smith 
Jackson, Michigan 
Forest H. Snyder 
Denver, Colorado 
Ralph R. Sorg 
Minneapolis, Minnesota 
A. E. Sprague 
Jackson, Michigan 
Albert Swanson 
Sterling, Illinois 
Earl W. Trick 
Harrisburg, Pennsylvania 
Leonard R. Virden 
Oklahoma City, Oklahoma 
Archie J. Wells 
Los Angeles, California 
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